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Ultimate Objective Local Automobile 


Dealer Good Credit Risk in the 
» Eyes of His Banker 


By CHRIS SINSABAUGH 

mee rnrt, May 
cover “improved methods of marketing in all its phases, 
better methods of distribution and closer relationships in 
these essentials between industry and banks” are now 
oughly organized for these purposes. The first shot in the 
campaign was fired at Lansing last Friday when executives 
of twenty-three banks and trust companies comprising the 


was 


As a result of this meeting a com- + 
ods, Heading this comuitios | 

0 S S 
illustrious sires who are decidedly B TH IT PLANT 
mess in the minds of the bankers. | from a six weeks’ trip to the Pacific 
Port Commission, while Fisher, Jr., is 
‘Pipe Company. | Grand Rapids plant is now over 100 
he put an extra emphasis on his|!25 cars is anticipated. 
mate objective is to make the local | factured here for the first time are 
Mr 
Walsh said: at $645, the sport coupe with rumble 


Guardian Detroit Union Group, Inc., met there, with Gov. 
Brucker of Michigan as a luncheon guest. 
mittee was appointed to make an! 
| 
analysis of existing egal el DE VAUX STEPPING 
chandising and distribution 
James L. Walsh while among his UP PRODUCTION AT 
associates are Alvan Macauley, Jr., 
and Charles Fisher, Jr., sons of 
ees in a, car ig | Grand Rapids, Mich., May 18.— 
ae or —_ ee ye aan ee ae ©\ Norman de Vaux, president of De 
importance oe usi-| Vaux. Hall Motors, has_ returned 
a patie ad ees Coast, where he opened the western 
a ‘¢ 
chairman of the City of Detroit factery recently a¢ Oakland, Cal. 
a director of the Union Industrial : 
Trust and Savings Bank of Flint, stepped up to meet May schedules 
and treasurer of the Detroit Hume | He said that production at the 
At the Lansing meeting it cars a day and that it would be in- 
Mr. Walsh who made the key/| creased steadily during the next ten 
speech, and it was remarked that days, when a daily production of 
statements when he discussed the On May 14 production on all mod- 
automobile situation, and he | els of the coupe was started for the 
Stressed the point that “the ulti-| first time. The models to be manu- 
automobile dealer a good credit risk | the standard coupe with wood 
in the eves of his local banker.” wheels, priced at $625, the business 
On this particular subject cOupe with five wire wheels priced 
“The automobile seat and five wire wheels to sel] at 
(Continued on Page 2) 





industry, which | 
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Late News F lashes 


New York, May 18.— Plans for 
approved by the boards of directors of the Hygrade Lamp 


a merger have been 


Company of Salem, Mass., and the Sylvania Products Com- 
pany and the Nilco Lamp Works, Inc., both of Emporium, 
Pa., and recommendations of these boards will be put before 
the stockholders for official ratification in the near future. 


* * = 


Washington, Mz in April showed a 
gain of 0.2 per cent. over March this year, but pay rolls 
showed a decrease of 1.5 per cent., according to the Bureau 
ot Labor Statistics. Report is based on returns from fifteen 
ma jor industries, whose employees in April totaled 4,705,470. 

* * + 

London, May 18.—Stocks of crude rubber in London 
on May 16 totaled 86,037 tons, a decrease of 626 tons from 
the preceding week. 

Liverpool stocks totaled 54,170, an increase of 1,305 tons 
over the preceding week. 


Building Sales, 


18.—Banking interests seeking to dis- 


thor- | 
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Vane Points to Dealer Profits 
From Service Sales; Outlines 
Plan for Successful Operation 


G. M. OUTPUT 62.2%, 
OF WHOLE FOR APRIL 
IN U. S. AND CANADA 


NEW YORK, May 18.—General 

Motors manufacturing divisions 
accounted for 62.2 per cent, of the 
total automobile production in the 
United States and Canada in April 
and 48.4 per cent. of the total out- 
put for the first four months of the 
year, according to a compilation by 
| Automotive Daily News. 

The General Motors production 
| figures are taken from the corpora- 
| tion’s monthly report of sales of 
;cars and trucks to dealers. While 
this may not represent the actual 
output, the deliveries to dealers 
close enough to the production 
serve for comparative purposes 

The production figures used in 
this compilation are those an- 
nounced for_the first three months 
of the year by the Department of 
Commerce and the National Auto- 
mobile Chamber of Commerce esti- 
mate for April. 

The N. A. C. C. estimate placed 
April results at 348,908, while Gen- 
eral Motors reported total sales to 
dealers in that month of 154,252, 
equivalent to 62.2 per cent. of the 
total. For the first four months 
production aggregated 946,399, to 
which General Motors contributed 
458,799, or 48.4 per cent. 

In April of 1930, the production 
by the entire industry was 468.281, 
of which General Motors turned out 
154,661, or 32.1 per cent. For the 
first four months of last year, the 
output was 1,514,970, with General 
Motors accounting for 519,296, 
34.4 per cent, 

General Motors has increased its 
share of the aggregate in each 
month of this year, when compared 
with a year ago, the April record 
of 62 per cent. representing 
largest share. Not since Ford was 
out of production during the change- 
over from the Model T to the 
Model A has General Motors ac- 
counted for such a large percentage 

In January of this year, General 
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to 
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| itable departments and 
| the application of certain yardsticks 


Anderson, Ind., May 18.—Indus- 
trial operations here are near nor- 
mal and operations are greater than 
for more than the last year, with 
prospects of steady increase in busi- 
manufacturers report. 

seven Anderson plants of the 
where 


ness, 

The 
Delco-Remy Corporation, 
6,000 persons are 
| ployed, workine overtime and 
|some night work is required. At 

the Guide Lamp Corporation plant 
also a General Motors unit, the 
working force is approximately 
1,000, more than 400 above the 
number a year ago. 

The rod mill, wire, nail, fence 
and welded fabric mills of the Am- 
erican Steel and Wire Company are 
operating at practically capacity. | 
The National Tile Company plant, 

Ames Shovel and Tool Company, 
Anderson Stove Company, Howe 
| Fire Apparatus plant, Lavelle foun- | 
dries and several other industries 
are working on the broadest sched- 
ules for several months. 

At the United States employment 
bureau there were only twenty-two. 
registrations by persons seeking | 
work in more than a week and the 
city emergency bureau has so few 
applications that it will close at the 
|end of May. 

Large pay days of industries have 


more than em- 


are 


(C Continued on Page 2) 


J., May 
maintenance, parts sales, and repair work to insure econ- 
sistent profits was urged by C. 
Automobile 
at the convention 
Association here 


| ommendations 
| Automobile 


18.—Greater emphasis on 
A. Vane of Chicago, general 
Dealers’ Association, 
tt the New 
Saturday night. 

Meeting in the Berkeley-Carteret 
Hotel for their twelfth annual ses- 


Je rsey 


sion the automobile dealers from all 
sections of the state heard Mr. Vane 
describe successful and unsuccessful 
at their ineffi- 
ciency in handling their most prof- 


dealers; hammer 


suggesting 


to determine their rate of efficiency, 

“The 26,000,000 motor vehicle 
owners who need gas, oil, grease, 
repairs, parts, accessorics and car 


| replacements constitute the largest 


bed of ore that any trade group ever 
had tu work on,” said Mr. Vane, 

“Profits are being made and will 
continue to be made from this huge 
bed of low grade ore. “Sut not by 
dealers who are just trading new 
cars for used cars and_ ignor- 
ing the other departments of their 
business.” 

He discussed at some length the 
used car situation and gave his 
opinion on how it could be remedied. 
He also told of the program of rec- 
that the National 
Dealers’ Association has 
the National Automobile 
Chamber of Commerce looikng to- 
ward a better understanding be- 
tween dealers and manufacturers 

In speaking of successful and 
unsucessful dealerships Mr. Vane 
said in part 

“Tn a successful dealership we find 
set up as an objective a balanced 
operation in all departments, The 
realization that the sale of a new 
car automatically creates a certain 
volume of business for the used car 
department, the parts and accessory 
jepartment and the shop. The best 
dealers are those who are maintain- 


before 


(Continued on Page 2) 


Chevrolet Puts All Plants 
On Full-Time Operation 


Special from A. D 
ID TROIT, May 18.—All plants of 
the Chevrolet Motor Company 
are now operating on an average of 
five and one-half days a week, with 
workers back on a full-time basis, W. 
S. Knudsen, president and general 
manager, announces. 

The total company pay roll is now 
in excess of 36,000 employees and 
some plants are on a heavier pro- 
ductive basis than at any time since 
the afll of 1929, Mr. Knudsen said. 

Production operations are divided 
into car assembly and parts manu- 
tacturing activities. The manufac- 
turing group, comprising eleven 
plants, are now operating an average 
of six days and five nights a week, 
while the assembly plants, of which 
there are nine strung across the 


With Salesman 


N. 
country, 
half day wee 
groups 


Detroit Bureau 


are now on a five and one- 


*k basis. This is normal 


for both 


As an unemployment 
pany’s policy last winter 
crease the number of men employed 
is soon as those on the pay rolls 
iwveraged forty-four hours of work a 
week, At the current high rate of 
operations, however, plant workers 
ire now averaging fifty hours a4 
week, new workers have been added 
to the pay rolls for several consecu- 
tive weeks. although only previous 
employees of the company are being 
hired 
Current 

a higher 
May, 


1id, the com- 


was & in- 


operations are generally 
rate than at any time 
Mr. Knudsen said 


Bonus 


See Page 8 


at 
since last 
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Vane Points to Profits ‘AUTOMOBILE RADIO 
MAKERS AND DEALERS 


In Dealer Service Sales ADOPT TRADE CODE| 


| 


(Continued from Page 1) 


ing this balance in about the fol- 
lowing proportion (income in dol- 
Jars): 

60% 

16% 

14% 
10% 
100% 
“In the best dealerships the new 
and used car departments, which 
provide 76 per cent. of the gross 
business in dollars, are returning 20 
to 25 per cent. of the net profit. 
The shop and the parts and acces- 
sory department, which provide 24 
per cent. of the volume, are return- 
ing from 75 to 80 per cent. of the 


profit, 


sales of new cars 
sales of used cars 

sales of parts and accessories 
sales of shop labor. 


Tests of Efficiency 

“How can a dealer know, before 
it is too late, whether he is a good 
dealer or a poor one? 

“Only by applying against his 
operation certain yardsticks to de- 
termine the rate of efficiency of his 
business. Here are some of these 
vardsticks: 

“1. Net profit ratios. 

“ta) A good dealer is.one who is 
making around 5 per cent. net on 
the total volume of business he is 
doing. 

“(b) A good dealer is one who is 
making a net profit of from 40 to 
50 per cent. on the capital he has 
invested in his merchandising ac- 
count 

“«c) A good dealer is one who is 
converting from 20 to 25 per cent. 
of his available gross margin, in | 
al] departments, into net profit 

“«d) A good dealer is one who is 
doing all three of these things. 

“2. A good dealer will maintain a 
ratio of quick assets to current lia- 
bilities of 2 to 1. 

“3. A good dealer will turn his 
parts inventories four to six times a 
year. and his accessories inventory 
from six to eight times a year. 

“4. A good dealer will have an 
accounts receivable turnover rate of 
forty-five days. ‘Divide the total 
receivables outstanding by the aver- 
age daily charge sales) If a dealer 
sels an average of $10 a day in 
charged service and his customers 
owe him $450 his turnover rate is 
excellent. If they owe him $1,000 
his turnover rate 1s once every one 
hundred days, which over twice 
too large. 

“5. A good 
revenue billing of not less than 
$250 a month for every man, wom- 
an and child employed in his ser- 
vice Station. 

“6. A good dealer will be one who 
turns his used inventory once 
every thirty days 

“7. A good dealer will turn his 
new car inventory in thirty to sixty 
qdavs 

“Most dealers who are asked what 
their chief difficulty is will say 
used cars. 

Used Car Troubles 

“However, used cars are only an 
effect. not a cause. The cause lies 
in those principles of management 
which the dealer fails to apply in 
his own operation and those poli- 
ties set by the manufacturers over 
which the dealer has no control. 

“A dealer can make good start 
controlling his used car problem 
when he will apply principles of 
management to the entire business 
and principles of merchandising to 
the used car department. Some of 
these principles dealing purely with 
the operation of the used car de- 
partment are these 

“1. Never invest more a used 
car than the margin on the new 
car sold. (As a matter of individual 
deals this cannot be effected, but 
over a year’s operation the cautious 
dealer will have about this experi- 


1s 


dealer will have a 


car 


a 


in 
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Classified Rates 5c Per Word 


COMPETENT AMERICAN SALES AND 
SERVICE EXECUTIVE with twelve 
years’ General Motors experience, nine 
years in foreign fields Speaks Span- 
ish and German fluently Open for 
Immediate connectior Write care of j 
AUTOMOTIVE DAILY NEWS, Box 281, 
350 Hudson St., New York City. 


| 


used cars 


ence: If he sells $100,000 worth of 
new Cars at a 25 per cent. discount, 
his new car department will earn 
him $25,000. That should be about 
the limit of his volume in the used 
ear department. Analyzing the 
statements of hundreds of dealers 
we have found that the nearer a 
dealer keeps to this rule, the better 
chance he has to make a 5 per cent. 
net profit. The further he gets 
away from this rule the smaller 
his proti#s become. We have never 
yet found a dealer whose used car 
volume reached 40 per cent. of his 
new car sales volume who made a 
dime out of automobile retailing 
when he sold his used cars for cost 
or less than cost.) 

“2. Never have more than a 30- 
days’ supply of used cars on hand 

“3. Never keep any used car more 


, than 60 days. 


“4. Keep the used car stock bal- 
anced. Don't have it loaded with 
closed cars if the public at the mo- 
ment is buying open cars. Don't 
have it loaded up with high priced 
if the public is buying 
cheap or medium priced used cars. 
Don't have it loaded up with dull, 
drab used cars if the public is buy- 
ing only brightly colored automo- 
biles. 

“5. Don't have too 
car department. Big space invites 
dead storage and sales neglect. 
small space requires merchandising 
attention and _ insures 


large a used 


“6. Don't spend too much money 
repairing used cars. About 10 per 
cent. is all that can be used for re- 
pairs. On a used car to sell at $500, 
$50 is enough. If you spend more, 
the public won't pay for it. 

“7. Don't put used cars in 
storage waiting for a more 
able time to repair them. 

“8. Display and advertise 
merchandise the used car just 
same as the new car. 

“9. Don't buy a used car of any 
make more than five vears old, for 
anything more than a junk price. 
Then junk it. A junk price is $10 
to $50, depending upon the make of 
automobile. 

“10. Never buy a used car without 
making an accurate inspection of its 
condition. Use an inspection sheet. 

“11. Put a large, plain price tag 
on each used car, 

“Here are things that dealers can 
improve their business. The 
points just discussed are factors in 
dealers’ success over which the 
dealers exercise complete control 

“But in the autcmobile business 
the dealer and his manufacturer are 
in a great measure pariners. In too 
many instances, though, it has been 
a parinership in whicn the dealer 
and manufacturer together have 


dead 
favor- 


and 
the 


do to 


done the work and the manufacturer | 


benefit: 
liabili- 


the 
of the 


most of 


most 


acquired 
the dealer 


has 
and 
ties 

“Since 1929 
mobile Dealers 
before the automobile 
through the National 
Chamber of Commerce a program of 
recommendations looking toward the 
elimination of many of the 
that have grown up in the industry 
which have distorted this natural 
partnership arrangement Among 
these recommendations are the fol- 
lowing: 

“1, That 
car production to demand, 
cated by dealer sales and 
registration reports. 

“2. That manufacturers 
ate with dealers to eliminate dealer 
gross loss on used cars instead of 
encouraging used car losses in order 
to make greater new car deliveries. 

“3. Abolish fleet (national) dis- 
counts 

“4. Permit dealers to take a mark- 
up on freight equal to the mark-up 
on the vehicle. Eliminate all net 
items (advertising accessories 
equipment) from the dealer invoice 

“5. Clean up surplus stocks of au- 
tomobiles by open cut prices to the 
dealer instead of by the medium of 
long trades on used cars, the fac- 
tory selling to the dealer at full 
factory price and the dealer assum- 
ing the losses by trading 

“6. Fewer model changes and then 
new car introductories in more 
orderly fashion. 

“7. Abolition of open territory and 
a return to closed territory.” 


Auto- 
had 


the National 
Association has 


manufacturers limit new 
as indi- 
official 


co-oper- 


a 


A} 
a quicker | 


turnover because there is no place | 
| to put surplus stocks. 


manufacturers 
Automobile | 


abuses | 


Chicago, May 18.—With a view to 
correcting abuses admitted to exist, | 
thirty-three manufacturers and | 
dealers of automobile radio sets, as | 
representatives of five fi- | 
companies, met here and 
voted to adopt a code of trade prac- | 
tice rules formulated by the Better | 
Business Bureau. The meeting was 
held at the Palmer House. = Nl 

The code will involve a reorgani- | 
zation of merchandising and cus- | 
tomer relations. It specifically for- | 
bids misleading advertisements, | 
“giving away” of sets, endless chain | 


well as 


nancing 


selling and similar abuses which are | 
declared to be quite prevalent in the | 
industry. 

‘The industry got off to a wrong 
start, and now the leaders have 
agreed to stop unfair competition 
and get down to real merchandis- 
ing of auto-radio sets,” said Frank 


| ; 
| H. Lanser, head of the Better Busi- 


ness Bureau financial division. 

“A group of ‘shoppers’ will be 
employed to keep a check on selling 
methods, and violations of the law 
will be vigorously prosecuted.” 


G. M. OUTPUT 62.2% 
OF WHOLE FOR APRIL 
IN U. S. AND CANADA 
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Motors accounted for 50 per cent 
ot the total output, as against 37.5 
per cent. in the first month of 1930 
while in February the corporation's 
share was 41.9 per cent., as against 
36.6 per cent. a year before. In 
March General Motors’ share was 
41.3 per cent., as compared with 34.4 
per cent. in March, 1930. 

The operations of Chevrolet have 
been responsible for the larger part 
of the gain by Gerrral Motors in 
position in the industry this vear 
thus far. 

The following tables compare 
General Motors production with that 
for the industry as a whole: 

1931 
G. M. % 
of total 

50.0 

41.9 

41.3 


62.2 


G. M. 
89 349 
96,003 
119.195 
154.252 


Industry 
178.347 
229,810 
289 334 

*348,908 


January .. 
February.. 
March 
April 
946.399 458,799 
C. estimate 
1930 
283.610 
345,961 
417.118 
468 281 


Total 48.4 


"a: A € 
106,509 
126,196 
135.930 
150,661 


January 


Fe bruary a 
March 
April 


Total .. 1,514,970 519,296 
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REPORT NORMAL 
OUTPUT SCHEDULES 
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stimulated all 
chants report, 


business lines, mer- 
and banks also re- 
port better business conditions. 
Public work, including street and 
road improvements, also has ab- 
sorbed large amount of labor 
Contracts for paving seven streets 
in Anderson were let and several 
other street and road projects will 
add to out of door employment 
Building operations are in-| 
creasing, contractors reported. 


DE VAUX STEPPING 
UP PRODUCTION AT 
BOTH ITS PLANTS 


a 


aiso 
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the custom coupe with | 


SIx wire wheels 


$675, and 
rumble seat and 
priced at $795. 

To facilitate shipping of De Vaux 
cars, the company announced that 
new railway loading platforms and 
sheds are now being constructed. A 
train of thirty freight cars may now 
be loaded at one time. 


|running automobile. 


per cent. 


| Springs, W. Va., next month. 
ithe society's mid-summer get 


Glorified Phaetons 


* a - 
Goodrich Turns Publisher 


- o + 


Somnolent Salesmen 


+ * t 
% 


HE ugly duckling has turned into a swan, by which we 

mean that for the first time in the memory of this 
column conductor an open touring car is listed higher than 
the highest price closed job. This comes about in the case of 
the Chrysler eight de luxe classification in which the phaeton 
is tagged at $1,970, as compared with $1,565 for the sedan. 

Which caused us to do some telephoning which brought 
out the interesting facts of a most distinct trend in which 
the open car figures as the hero. 

“Naturally, the phaeton has a high list, which is caused 


| by the limited demand, which, of course, runs up production 
costs,” says J. C. Chick, Cadillac sales manager. 
| seems to be a distinct field for the phaeton; in fact, we are 
| selling more this year than last. 


“But there 


It is in demand among the 
wealthier classes, the men who need something of the sort to 
drive to country clubs and the like. You find them in Florida 
and California in the winter and at summer resorts. Red 
blood still calls for the open road, the top down and a smoothly 
I notice, too, that whereas the makers 
of high-priced cars find a good market for the phaeton, there 


seems to be little or no demand for it in the low-priced field.” 
* * * 


IGHT along this line of thinking, we recall the sensation 

created in 1921 when Hudson set up a milestone in the 
industry by announcing a coach at the same price as it quoted 
on the open job. The list was $975. Up to this time it had 
been deemed impossible to sell a closed car at as low a price 
as asked for the phaeton. But W. J. McAneeny sensed the 
coming of the closed car and it was largely through his initia- 
tive that Hudson became the pioneer in abolishing the differ- 
ential that had existed. 

Looking over statistics, it is hard to realize now that the 
open car ever had the call. At the time Hudson pulled its 
coup only 22 per cent. of the American cars were closed ones. 
It was not until 1925 that the gap was closed, but since then 
there has been no questioning the supremacy of the closed 
type. The last available figures—on 1929 production—show 
that 89.4 per cent. were closed, exactly reversing the percent- 
ages of 1919, when the open car led by a margin of 10.3 


—— 


. + * 

HE B. F. Goodrich Company is going into the publishing 

field, not permanently, it is true, but long enough to dis- 
cover if printer’s ink will mix with rubber. It will essay to 
handle the Daily 8S, A. E. at the big meeting at White Sulphur 
This is one of the features of 
together and chronicles the 
activities of the engineers during the week. In the past such 
Timken, Hyatt. Bendix, Houdaille-Hershey, 


as 


concerns 


' Motor Wheel and Prest-O-Lite have sponsored this publica- 
| tion, but this is the first time a tire manufacturer ever has 
‘tackled the proposition. 


P. J. Kelly, advertising manager of Goodrich, will edit 
the sheet, while the business management will consist of T. A. 
Aspell, manager of manufacturers’ sales, and James T. Ken- 
nedy, Detroit manufacturers’ equipment sales manager, with 
that big advertising agency, J. Walter Thompson of New 
York, looking after the details, 

* + * 

HE last time the society met at White Sulphur, in 1925, 

Bendix was the publisher, and to John A. Drake, then 
of Williams & Cunnyngham, the Chicago agency, but now of 
Campbell-Ewald, had to do the work. It was some job, with 
the printing done at Covington, W. Va., twenty miles away, 
in a shop which did not have all the comforts of home. Going 
to press at midnight, John usually worked all night, traveling 


'back and forth, delivering his papers at breakfast time. 
: e 


B'S 


1 
guns are trained on Lansing, 
started a war on the alleged efforts of real estate 
operators and other interests charged with attempting to 
divert highway funds raised from automobile revenues to 
other expenditures. The attack on these interests led 


and motorists have 


Is 


iby doughty Tom Henry, president of the American Automo- 


bile Association, and himself a home boy. 
Henry charges that real estate operators 
automobile money to lower real estate taxes. 


would use 
He says the 


realtors were only too glad to work for road improvements 


to improve their property in boom times, but now, that the 
sledding is hard, they would declare a holiday on highway 
developments and divert automobile tax money to other 
channels, 
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Original Contests, | Bonuses Sell Cars, Service 


U. S. Motor Sales Company, 
Newark, N. J., De Vaux 
Distributor, Firm Believ-, 
er in Extensive Adver-| 


tising Campaigns; Sales-| 


| there, 


men Demonstrate in 


Their Own Cars 


Oma NAL sales contests with siz- 
able cash bonuses in addition to 
commissions earned, coupled with 


extensive advertising campaigns are | 
given by M. Stadfeld, president of | 
S. Motor Sales Company of | 


the U. 
Newark, N. J., De aux distributor 


in that Vstate as among the reasons | 


for increased new and used car 
sales and service operations. 

“We are firm believers in adver- 
tising and publicity of every con- 
ceivable type,” said Mr. Stadfeld, 
“and, in addition to the 
scheduled factory copy, we carry on 
an extensive local advertising cam- 
paign of our own. Each month, 
co-operation with the advertising 
and sales promotion department, we 
inaugurate original sales 
These contests, we have found, do 
much toward keeping the boys on 


M. STADFELD 


and 
of 
above 


their toes, as the saying goes, 
the reward generally consists 
sizable cash bonus over and 
any commissions earned. 
“Each member of our sales staff 
owns and drives his own personal 
De Vaux. We insist upon this, and 


' 

onstriv/iing 
regularly | 
in 


contests 


} In 
| tire mirrors, 

i . 
lights, 


| on display, 


| idea being that 


}@ customer expresses 
| see 
; him 


a} 
| 


I Selling Used Cars at Factory 


Rates Found Excellent Stunt 


Bit AVING salesmen drive cars to| 

plants and_ factories where 
many are employed, and parking | 
with a “for sale” sign on the 
car, has been the winning stunt in 


| selling used cars that has been tried | 
recently by Transport Corporation, | 
|}to our establishment 


Seattle, Wash. 

The men off at noon from 
work show interest in the car 
might be within range of 
pocketbook. 

This is the statement of 
Johnson, president and 
manager of Transport Coropration, 


their 
their 


August 


Willys-Overland dealer and distrib- | 


utor in Seattle and Spokane, Wash. 
Showing the cars and then dem- 

them to prospects has 

proved a winner by this method. 
“Classified ads in the newspapers 


of De Vaux cars. The windows are 
spacious and brilliantly illuminated, 
as is the entire showroom, and the 
cars are so displayed as to attract 
the utmost attention 


“At regular periodical intervals, 


we run a used car sale. Each car is | 
own | 


thoroughly overhauled in our 
reconditioning department, main- 
tained as a separate unit. Low 
prices, easy terms and excellent an- 
used transportation are the items 
we feature and stress. These 
are sold on a ‘money back if not 
satisfied within five days’ plan. 
we make it a point to accept 
trade only cars which we believe to 


| possess a quick resale market and 
for which there is a popular demand. 


are maintained on the 
in which the most 
are displayed. 


“Showcases 
salesroom floor 
modern accessories 
this connection, we keep a De 
Vaux custom sedan, all dressed up 
in the latest accessories, such as 
metal tire covers, road- 
etc., prominently displayed 
on the floor. The hoods of all cars 
with the exception of a 
single model, are kept fastened at 
all times with a ribbon in keeping 
with the car’s color scheme. The 
through this the 
car's lines remain unbroken, and 
a desire to 
the salesman takes 
in which the hood 


the motor, 
to the car 
is kept raised. 
“Sales meetings 
each morning by 
and myself. 


are conducted 
Mr, 


The previous 


analyzed, and mistakes, if any, are 
rectified as far as it is possible to 


that | 


general | 


| Junkers than ever 


zation 


Suspended Railroad 


cars } 


But | 
in | 


if | 


Heckathorn | 
day’s | 
work is gone over and thoroughly | 


and handbills pricing some special 
for us in used car sales,” 
said Mr. Johnson. “However, 
car stocks are low, due to only 
about one-fourth as many good used 
cars that are salable now coming 
on trade-ins. 
This is quite generally the case at 
this time. A greater number of | 
sales without 
made this year, 
than in any recent year 

“Another thing I notice this year 
is that a greater percentage of own- 
ers come to us this year with worn- 
out cars to trade in. Many do not 


isfactory 


| want to buy a new car until forced 


Thus this brings us more | 
in the history of 
our dealings in new and used cars.” 


to do so 


ol 
the 


John Yarzy is manager 


the service department, and 


| parts department-is in charge of Sol 
| Zimmerman, 


The advertising and 
sales promotion department is under 
the supervision of Bert Jay North 
who has been connected with that 
end of the business for many years. 


ers 


Service Boosts Sale 
Of Reconditioned Cars 


East Liverpool, O., May 18.—The 
reconditioned automobile business 
boomed here the past month as the 
result of the suspension of freight 
and passenger service on the thirty- | 
eight-mile Youngstown & Ohio 
River Railroad, between this city 
and Salem. 

One used car dealer reported 
twenty sales in a single day, and 
many others throughout this section 
said sales were 100 per cent. better 
with the passing of the electric line 
between the two cities. Used cars | 
in the $600 class are most in de- 
mand, dealers reported. 

The buying orgy came 
of the most discouraging 
months the used car market 
ever experienced in the upper 
Valley. | 

Hundreds of pottery workers liv- | 
ing along the electric railway, and | 
who depended on it to get them to 
and from their work in the plants 
here, are now using automobiles for 


transportation. 


after one | 
twelve 

has | 
Ohio | 


used | 


lw as § 


side 


iit was 
| dealing in Studebakers. 
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NHE new fashion of using glittering 
chromium accessories on auto- 
mobiles has proven a fine windfall 
to dealers, it is reported in Washing- 
ton. The average new car buyer is 
not really happy unless his new 
automobile 
| with chromium tire covers and ra- 


trade-ins are being | diator grill, with the result that sub- 
proportionately, | stantial extra sales of accessories are 
| being registered on the majority of 
| new car sales. 
| going fairly well, 


Other accessories are 


chromium trimmings for the new 
car that are running into real money 
in sales, 
Nor are 
registered exclusiv 
priced types. At 
Company, handling Chevrolets, it 
iid that the radiator grills and 
metal tire covers were desired 
most new car buyers, while expen- 
Sive fender mirrors were also in con- 
rable demand. Trunk racks and 
trunks were also said to run into 
and worth while sales 
Fight of ten new car custom- 
want the chromium tire covers 
stated at Lee D. Butler, Inc., 


Sales being 
the higher 


luxury 
ely in 
the 


these 


large 


out 


Car salesmen in practically all 


Washington concerns are financially | 
| sales, | 


encouraged to boost accessory 
and are kept informed of all new 
accessories to be sold in connection 
with both new and used car sales. 
At the Barry-Pate salesrooms it 
was stated that car salesmen were 
yiven commissions on all accessory 
sales, 
a chart all new accessories 
and giving points on selling. At 
the Lee D. Butler headquarters, it 
was reported that salesmen received 
7 per cent. on tire sales and 10 per 
cent. on other accessories. Emerson 
& Orme, dealing in Buicks, also pay 
their salesmen 10 per cent. on 


cessory sales 


showing 


ac- 


is properly dressed up| 


but it is the fancy | 


sories sold in the last 
Barry-Pate | 


by | 


| standard selling 


| equipped with purolators, it 


and were each supplied with | 


Find Chromium Accessories 
- Selling Best in Washington 


bargains have also proved very sat- | 


The average sale varied 


a good deal at 
ments. Emerson & 
that $70 to $75 was a average 
sale of accessories on a new at 
present. At Pohanka's, carrying 
Oldsmobile and Viking, it said 
that the average accessory sals was 
around $40. while Barry-Pate 
ported $50 as the acces- 
sories going on new 
Chevrolet. 

At Pohanka’s, it 
the reaction to the new chromium 
accessories was so good that acces- 
three months 
had amounted to as much in dollars 
as the entire accessory of 
several years previous 

Tor summer sales, the 
ers are looking forward 
to a good season in seat covers, and 
the small 6-volt electric fans that 
bring comfort and good ventilation 
to the closed car in summer A 
item in a number 
of accessory departments is the pu- 
rolator cartridge. With many cars 
is ab- 
cart- 


accessory 
different 

Orme 
fair 


establish- 
stated 


car 
was 


re- 


value of 


the usual 


was stated that 


sales 


local deal- 
confidently 


solutely necessary that the 
ridges be changed periodicaily 
Trunks are selling well now and 
are expected to improve as the sum- 
mer touring season approaches, 
The weather in the Capital has 
been somewhat backward thus far, 
not favoring the of distinctly 
summer items, real warm 
weather can be delayed 
much longer. 
Dealers are g 
the very small 
hardly profitable. 


sale 
but 
hardly 


‘nerally agreed that 
accessory items are 
Cars come equip- 
ped with practically all these smaller 
iiems, so Many of them that the car 
owner would hardly know where to 
put another gadget if he had the 
inclination to buy one 


20} (= =} See 
SSE lee 


’ 
|: 
4 


believe that the 


have made it possible through our 
own internal financing plan. Thus | 
each man takes care of his own | 
personal business and makes his | 
own calls without losing valuable 


do so and sales plan and procedures | 
are outlined. All salesmen are im- 
pressed with the slogan displayed | 
over the quota board in the sales 
manager's office, ‘Plan your work 


DODGE, ON 3 WHEELS, 
DRIVEN THROUGH CITY | 
TO SHOW ITS BALANCE 


new Willys line offers positively the 


values. 


time waiting for another salesman 
to return to the showroom 
demonstrating car 

“In addition, a De 
painted white, with 
plated wire wheels, 
highways of Newark and its suburbs 
afl day. This car, bearing the eD 
Vaux emblem on both sides as well 
as the rear, has attracted consider- 
able attention. Whoever is delegated 
to drive the car on any particular 


Vaux sedan, 
chromium 


day is instructed to pick up as many | 
passengers as possible, as we adver- | 


tis the fact that the general public 
is invited to hail and stop the driver 
and ask for a ride. Invariably, 
these rides lead to sales. 

“Another interest or sales 
ducer is the fact that our 
rooms are kept open Sundays. This 
alone has resulted in many sales 
being made, especially to those who, 
through various reasons, are unable 
to visit the showrooms during the 
week 

“Our showrooms are located in 
the heart of the city and immedi- 
ately adjoin Newark’s famous pub- 
lic library. We are also located im- 
mediately opposite the main thor- 


pro- 
show- 


oughtfare leading to and from New | . 
S e | Detroit's 


York City, and thus the name 
De Vaux on our windows, as well as 
the huge De Vaux electric sign on 
our root, is visible Vfrom practically 
every direction. At least a dozen 
of Newark’s numerous bus lines pass 
the door, as well as a half dozen 
trolley lines. 


nal are located immediately in front 


of the establishment, and as a re-| 
sult, hundreds of persons are auto- | 


matically attracted to the display 


with a| 


| Vaux at the Newark showrooms, 


is kept on the! 


| tional territory, 
| of 


| States 


' 
wood; 


A bus and trolley stop | 
or station, as well as a traffic sig- | 


and work your plan.’ 
Following the recent 
premier showing of the 


successful 
new De 
the 
organization, through its wholesale 
division, of which W. C. Haecker is 
manager, has secured much addi- 
and now, besides all 
northern New Jersey, the terri- 
tory includes Staten Island and 
Rockland, Sullivan and Orange 
counties, in New York state 


Since securing the De Vaux fran-| 
chise, the following dealerships have | 


been appointed: ‘Yaman & Fein- 
berg, Bayonne; 
ration, Jersey City; Roxy Motor Car 
Corporation, Harrison; United) 
Motor Sales Company, West 
New York, a direct branch: F-H 
Motors, Inc., Montclair; Spreen’s 


Garage, Hackensack: A & P Motor | 


Sales, Waldwick: Conant Motors, 
Inc., 
ver; A & P Motor 
McCrane 
Passaic; Fichter’s 
away; McCrane 
Rutherford; Ridgewood Motor Com- 
pany, Ridgewood; Associated Mo- 
tor Sales Corporation, Nyack, N. Y.; 
Garage, Tompkinsville, 
Staten Island, and Detroit's Garag 
New Dorp, Staten Island, 
According to Mr. 
Vaux has made an 
hit 
munities. 
been made. 
Local retail sales are under the 
direct supervision of J. H. Hecka- 
thorn with Messrs. Katz, Snyder, 
O'Neill, Birnbaum and Houck as 


members of the retail sales organi- 


Sales, 
Auto 


Garage, Rock- 


in Newark and adjacent com- 
Many deliveries have 


Royal Motors Corpo- | 


Plainfield; Peter Turpan, Do-| 
Engle- | 
Company, | 


Auto Company, | 


Stadfeld the De | 
instantaneous | 


a world’s greatest 


Philadelphia, May 18.—Many in- 
quiries, much comment and a great 
deal of interest have been forth- 
coming as the result of a street 
advertising stunt of the Thornton- 
Fuller Automobile Company, Dodge 
distributor, passenger car sales de- 
partment, Broad and Stiles Streets 
Every afternoon, for a period which 
will last a week or so, a driver is 
sent out with a Dodge Six sedan | 
having only three wheels attached, | 
the right front wheel being the 
missing one. The driver is assigned 
to proceed through a different sec- | 
tion of the city each afternoon, to| 
demonstrate to the spectators the 
unusual balance of the car, and at 
the same time the absolute safety 
in thus driving. On each side of 
the car a large sign announces: 
THREE-WHEELING IN SAFETY | 

PERFECT BALANCE 
DOES MEAN SAFETY 

This plan was evolved at a 
sales meeting held recently 

At the same time, linking up the 
idea of balance, the company is ex- | 
hibiting in a display window of its 
Broad Street sales building a Dodge 
sedan, fastened in a steel cradle and 
tipped on its side to indicate the | 
point at which it balances on two 
wheels. A large arrow points to a 
notice that the car is balanced 55 
degrees off center, which is 19 
degrees beyond halfway, and 8 de- 
grees beyond what the Dodge 
factory considers the safe roadtilt | 
for the car. P. S. Thornton, sales- | 

| 
| 
q 


local 





manager, explains this exhibit is 
made ‘possible by the car's unusually. 
low center of gravity. 


Superlat ive 


style and advanced engineering are 


combined with 


prices.” 


remarkably low 


—Plemmons Motor Co., 


Asheville, N. C. 


Write or wire for franchise particulars 


Willys- Overland, lac., luledo, 


Willys-Overlaad, 


Iad., loroate, Cana. 


WILLYS 


A BIG SIX priced like a four 


A POWERFUL EIGHT .. - 


A BRILLIANT KNIGHT .. - 


2 NEW WILLYS TRUCKS 
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Will the Automobile Dealer 
~Y . 
Survive ? 

OME time ago C. A. Vane, general manager of the Na- 
~ tional Automobile Dealers’ Association and one of the 
keenest students of dealer problems in the country today, 
predicted that if conditions continued to develop as they have 
in the past few years, the automobile dealer will be extinct 
in 1940. 

Mr. Vane based his statement on the rising ratio of used 
cars handled by dealers in proportion to their volume of new 
cur sales. At the present time the automobile merchant must 
sel] 1.55 used cars for each new unit he puts in a customer's 
hands. In other words, before he can clear up the new car 
sale, he has to trade and sell 1.55 used vehicles. When this 
ratio rises to two used cars per one new, Mr, Vane predicts 
the extinction of the automobile dealer. 


Decidedly, we do not believe that the automobile dealer 
is going to pass out of the picture. to be replaced by factory 


Detroit, Mich 


branches and warehouses as the distribution medium of the! 


industry. 

We do not believe so, because stern necessity will force 
the automobile dealer to seek salvation in diversification of 
offerings. Long before 1940 the automobile dealer will have 
become transmorgified into a merchant of automotive trans- 
portation. His place of business will ne longer bea glittering 
showroom full of new cars on a main street with a service 
department hidden away down an alley. His service depart- 
ment will be treated with exactly as much respect as is his 
display of new cars. His used car department will be run 
on lines of efficiency and profit and he will turn over no 
more than one used vehicle for each new car that he sells. 

We put this down as a positive statement, because the 
autemobile dealer who is doing business in 1940 will have 
found that he had to work along these lines. Otherwise he 
will not be in the business. 

Every endeavor should be put forth today to make all 
dealers realize that they must be transportation merchants, 
if they are to survive. Selling new cars is part of their 
business and they cannot now or ever neglect it. But they 
must learn also that there are other phases of selling trans- 
portation besides putting vehicle units in the hands of cus- 
tomers. Maintenance is just as much their business as selling 
cars in the first place. 

We are reaping now some of the fruits of the careless 
era when many dealers considered service as nothing more 
than a necessary nuisance. Some of them even farmed it 
out to independent repair shops and garages, And the inde-! 
pendent repair shops found that they could make money from 
maintenance, So they proceeded to build up their service to 
a place where many dealers today cannot compete with them. 

Automobile dealers might profitably yo to the best of 
the independent repair shops and learn how to make money 
jn their own service departments. 

There are going to be automobile dealers, or rather mer- 
chants of transportation, in 1940. They are going to sell 
cars, but also they are going to derive the proper proportion 
of profits in their businesses, from selling fuel and lubricants | 
wnd accessories, from the parts department and from the 
service department. 

We make this as a prophecy, because dealers who refuse | 
10 round out their businesses, to diversify their offerings 
within the limits of their natural sphere of motor transporte- 
tion, are going to be doing something else in 1940 and prob-! 
ably doing that badly, too. 


| 


ONDON is very much exercised over the threat of oil 

dumping by Russia at famine prices, with the possibility | 
of such procedure bringing on a world-wide price war. This 
would affect the business of companies which have large| 
export interests. What with the internecine wars now going | 
on in California, Illinois and other areas at home, our oil | 
companies do not need any internationa) war to reduee | 
their profits, . 


|ing problem—and the big one—is 


| fact 


| 15-18—Madison, 
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ys Better Marketing Methods, | 
Distribution Aim of Bankers 


(Continued from Page 1) 


provides employment for 10 per 
cent. of the population of the United 
States, has met and_ successfully 
solved its problems of invention, de- 
sign and production, Cars have been 
designed, tested and refined; plants | 
have been built and equipped to | 
take care of existing and potential | 
demand; adequate capital for pro- | 
duction has been supplied—largely | 
from the earnings of the industry | 
itself. It is evident that, if larger 
production facilities were needed, | 
the required capital, engineering 
skill, and enterprise would be 
promptly forthcoming. The remain- | 


that of marketing the product at a 
profit. And that means, at a profit 
to all agencies entitled to receive it 
-—manutacturer, distributor, dealer 
and banker. 

“The first step toward the solu- 
tion ef any problem is to face the 
that a problem exists. The 
automobile industry has the courage 
to admit frankly that, even prior to 
the present depression, there were 
flaws in its system of distribution. 
The problem is to place the market- | 
ing end of the automobile industry 
on a sounder economic base. In the 
solution of this problem, not only 
the automobile manufacturer and 
dealer, but the banker and ‘ten per 
cent, if the population of the United 
Statss,” have a common, and a vital 
interest. The automobile industry 
recognizes that the manufacturing 
end and the distributing end must | 
jointly assume the responsibility of 
obtaining and evaluating all the | 
facts necessary as a basis for intel- | 
ligent analysis of an unusually com- 
plicated marketing operation—in- 
volving, as it does, the sale of a 
product, the servicing of that prod- 
uct, and also the re-retailing of a | 
similar product taken in exchange. 
the used car. 

“They are breaking down into its 
elements each function of the 
tributing phase, just as, in years gone 
by, they broke down into its 


tion Dhase. And they can reason- 
ably expect equally significant gains 
in efficiency. Establishment of 
Standards of comparison will point 
the way to the elimination of weak 
spots and the intensification of fa- 
vorable factors. It is a slow. tedious. | 
and perhaps expensive. process, but 
not more so than has been neces- | 
sary, and profitable, in developing | 
production efficiency to the high de- | 
gree existing today. 

“But there is another factor 
outside the industry—which must be 
taken into account, namely, the atti- 
tude of the local banker toward the 
local automobile dealer. Here, again 
the automobile industry has the 
courage to face the fact that it is | 
at least partly responsible for what- 
ever lack of banker confidence ma\ 
exist. It recognizes that the banker | 
is always thinking in terms of the 
future. He has to. He loaning | 
some one else’s money—his deposi- 
tors’ money—on his judgment as to 
the moral character and _ business | 
capacity of the borrower. The bank- | 
er 1S more interested in the quality | 
of future balance sheets and profit 
and loss statements than he js in! 
past performances. And so, to! 
obtain and deserve this banker con- 
fidence and co-operation, the auto- | 
mobile industry is embarking on 4 
program of self-analysis, with 
view to determining probable results | 
to be expected from sound market- 
ing policies and methods. 

“The ultimate objective is to} 
make the loca] automobile dealer a 


G EVENTS! 


MAY 
9-Aug. 9—Berlin, Germany. 
Garage Exposition 
27-29—New York City. 
trade Council. 
JUNE 
8-12—Chicago, IN. Radio Manufacturers 
Annual! Show 
Wis. American Society o1 
Mechanica) Engineers, Oi) and Gas 
Power meeting 
14-19—White Sulphur Springs, W. Va. An- 
nual summer meeting, Society oi 
Automotive Engineers. | 
22-26—Chicago, BM. American Society for 
Testing Materials, annua) meeting 
SEPTEMBER 
2—Atlantic City, N. J. Annua 
meeting, American Electric Railway 
Association \ 
NOVEMBER 
10-1%@—Chicage, Hl. Annual meeting, Amer- 
ican Petroleum Institute, Hote) 
Stevens, 


1s 


al 


COMIN 


Internationa 


Nationa) Foreigr 


26-Oct, 


| local 


| ficer,’ 


dis- | 


ele- 
ments each operation of the produc- | 


good credit risk in the eves of his 
banker. By that, I do not 
mean that he is to go to the banker 
only when he needs financial relief, 
but to become a permanent client 
of his bank to their con- 
tinuous profit. 

In short, the automobile dealer, 
with his factory’s co-operation, 
seeking mastery over every phase of 


his end of the business, as a first 
step toward deserving the confidence 
and financial backing of his banker. 

“Guardian senses, in the present 


mutual 


is 


| Situation, an unusual opportunity to 


render constructive service to the 
automotive industry and to the ‘10 
per cent. of the population of the 
United States’ dependent upon the 


| industry for its means of livelihood. | 


Guardian gladly assumes the task 


| Of interpreting to the banking fra- 


ternity throughout the world these 
new and highly significant develop- 
ments within the automobile indus- 
try. It pledges its wholehearted co- 
operation to the automobile indus- 


| try, not only in the field of manu- 


facturing, but in the more difficult 
field of marketing and distribution. 

“A senior officer will be appoint- 
ed shortly to serve as ‘liaison of- 
and assigned the responsi- 
bility of keeping all concerned in- 
formed of everything they should 
know. There is no expectation that 
any miracles are going to be accom- 
plished—certainly not in the near 
future—but, over a period of time, 
intelligent co-operation, stimulated 
by enlightened self-interest and sus- 


| tained by an unwavering belief in 


the successful future of the automo- 


| bile industry, can be expected to 
vield very definite results.” 
| ‘he past week was marked by the 
introduction of a new de huxe line 
by Chrysler and the announcement 
that Hudson-Essex had adopied 
optional free wheeling, both of 
which caused plenty of comment. 
In a way the Chrysler offering had 
been looked for, but President Mc- 
of Hudson-Essex had well 
concealed his coup. It was not until 
after a large meeting of bis dis- 
tributors here that the news broke. 

“TI am extremely gratified with 
the way the distributors accepted 
free wheeling,” said President Mc- 
Aneeny. “They were delighted with 
it and every one of them drove back 
in a car that was a free wheeler. so 
that by the time they reached home 
they knew all about it. One distrib 
utor has written me that he called 
on a dealer in St. Louis on his way 
back to his base, and as a result of 
the demonstration booked an order 
for five car loads. 

“As closely aS we can estimate at 
the present time, it looks as if from 
60 to 70 per cent. of our output will 


Aneeny 


ibe free wheelers.” 


That report from a New York 
source that Ford was planning to 
bring oul a complete new line inside 
the next week or ten days did not 
| cause a ripple here. It was received 
with skepticism, for there are bo 
surface indications of such a plan. 
Of course, the factory would not say 
anything one way or another, but 
from remarks picked up here and 
there among some who _ should 
know, it would seem as if the New 
York story was cockeyed, as one 
man slangily put it. If Ford was 
planning a change right now, why 
should he produce 118,000 cars in 
April? is asked. Andif anything of 
the sort was planned wouldn't the 
parts makers have an inkling? None 
this writer contacted had heard of 
anything of the sort. 


Motor car buyers have confidence in Kelsty- 
Hayes wire wheels. They know each Kelsey- 


Hayes steel 
They know 


no adjustment. 


spoke is permanently secured. 
Kelsey-Hayes wire wheels need 
Consumer confidence is a 


big selling point! 


Kelsey-Hoyes Service is World-Wide 


KELSEY - HAYES WHEEL CORPORATION 


DETROIT MICHIGAN 





Amalgamation of Automotive. 
Trade GroupsPlanned in N.J. 


SBURY PARK, N. J., May 18.— 

The New Jersey Automotive 
Trade Association in its twelfth an- 
maal convention Saturday in the 
Berkelcy-Carteret Hotel here, passed 
a resolution authorizing changes in 
its by-laws to enlarge its scope to 
include other branches of the in- 
dustry and looking forward to amal- 
gation of other trade groups. 

Another resolution praised the co- 
Operation of Motor Vehicle Commis- 
sioner Harold G. Hoffman. 

The convention voted to hold its 
thirteenth annual session in Atlan- 
tic City next May. 

Charles E. Henkelman, Oldsmobile 
and Graham dealer of Atlantic City. 
recently elected president of the 
Automobile Trades Association of 
that city for the twenty-first con- 
secutive year, was unanimeusly 
elected to the presidency of the 
trade association. 

Other officers elected include 
Thomas J. Brogan, Paterson, vice- 
president; John T. Dickinson, Plain- 
field, treasurer; Harry R. Ingalls, | 
Asbury Park; William L. Mallon, | 
Newark; Peter Massoline, Jersey 
City, trustees. ; } 
"Under a new ruling the secretary 
fs’ appointed by the president, and 
will be announced at the next meet- 
ing of the trustees. 

The convention opened with Pres- 
ident S. S. Van Dusen of Hacken- 
sack in the chair. In the absence 
of the secretary, Claude E. Holgate 
execufive secretary of the Newark 
Automobile Trade Association, acted 
as secretary pro tem. 

[It was announced that delegations 
répresenting the trade groups of the 
following localities were in attend- 
ance: Camden, Atlantic City, Plain- 
field, Monmouth county, Jersey City 
Trenton, Paterson, Elizabeth, South 
Jersey, Asbury Park, Bergen county 
Newark and New Brunswick. 

President Van Dusen in a 
talk told the delegates that “this is 
the time. if ever, that automobile 
dealers need organization” and 
urged them to increase their efforts 
to boost their individual association 
memberships 

John Brock, chairman of the leg- 
islative committee, reported that the 
automotive industry of the State 
had nearly a 100 per cent record in 
this year’s. legislative program 
Bills sponsored by the trade asso- 
ciation were adopted, while those 
that it opposed were either de- 
feated or amended in such a man- 
ner as to reduce the handicap to the | 
automobile dealer of the motorist. 

He had great praise for Commis- 
sioner Hoffman and stated that the} 
association had received more co-| 
operation from him in ome year 
than from the former commissioner | 
in nine years. 

Following a 


short 


af | 
the | 


in | 
| 


referendum vote 
members of the association 
trade group was instrumental 
having defeated the bill giving 
garages lien priority over chattel | 
mortgages or condition bill of sale 

Hervey S. Moore, counsel for the 
association, reported that the legis- 
lative committee had put in a 
strenuous year, scrutinizing every 
bill filed for possible riders that 
would hit the automotive industry. 
He cited several innocent looking 
measures that if passed would cost 
the industry several million dollars 
a yeal 

A resolution, conceived by the 
hoard of directors, was passed with- 
out. dissension. It provides for en- 
jarging the scope of the trade asso- 
ciation to include other branches of 
the industry. The amalgamation of 
truck and tire associations, road | 
buildings organizations, safety} 
groups, etc., will be possible under | 
a suspension of rules and amend-| 
ments to the bylaws. 

Just prior to the passing of the} 
above 
comimictec. 
Fisher of 





resolution, the 
headed by Clarence 
in 


E 
the 
slate of officers which the delegates 


Newark, brought 


done so that the 
give its opinion 
of the new policy and indicate its 
willingness to work out this pro-| 
gram, a radical departure from the 
old method of operation. 

With the newly elected president 
tha chair, the association mem- 
bers, under the head of new busi- 
ness, heard Lcecuis A. Lewis, of 
Scribner & Lewis, Inc., Chevrolet 
dealer of Bridgeton, propose the 
adeption. of the Baltimore plan of 


This was 
could 


elected 
new board 


nominating | 
| 
| 
| 


in 
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to independent 
shops. 


refusing discounts 
garages and service 
“I would like to call to the atten- 
tion of the association,” Mr. 
said, “an article in the Automo- 
tive Daily News on May 14 setting 
the the Baltimore 


Automobile Trade Association pro- 
hibiting the sale of parts to inde- 
pendent garages and service shops. 
I believe that we of the New Jersey 
State Association would do well to 
pass a Similar restriction.” 

President Henkleman gave as his 
opinion that while the Baltimore 
plan was ideal, it was a matter for 
individual associations to act on in 
their particular localities. There 
was no yote taken. 

Following the business session was 
the banquet at which C. A. Vane of 
Chicago, general manager of the 
National Automobile Dealers’ Asso- 
ciaton, was the chief speaker. His 
address appears elsewhere in this 
issue. 

The delegates gave Senator E. 
Donald Sterner a big reception. He 


forth plan of 


BUILDER OF 


Lewis ! 


| is credited with passage of the com- 
pulsory inspection measure. 

Other banquet speakers were: 
Congressman William H. Sutphin, 
State Senator Emerson L. Richards, 
Harold G. Hoffman, commissioner of 
motor vehicles; Col. H. Norman 
Schwartzkopf, superintendent of 
| state police; Hervey S. Moore, coun- 
sel for the New Jersey trade group. 
The keynote of the speakers was 
“Automotive Welfare.” 

At 10 o'clock an entertainment was 
given by the Georgia Serenaders ol 
the hotel and at midnight the group 
was amused with the midnight 
frolics under the direction of Harry 
Rosenstein, master of ceremonies. 

Many delegates remained over 
night and members of the Asbury 
Park Automobile Dealers Association 
prepared a program of golf, fishing 
and motor trips for their entertain- 
ment, 

The committee in charge included 
the officers of the Asbury Park As- 
'sociation as follows: Roland J. 
Hines, president; Malcolm Harris, 
vice-president; Ben E. O'Brien, sec- 
retary; Harry Schuyler, treasurer. 


OPENS NEW BRANCH 
Spartanburg, 8. C., May 18.—The 
Carolinas Auto Supply House of 
Charlotte, N.C., has opened a branch 
store on East Main Street here. 


| 


| Borg-Warner Corporation 


BORG-WARNER REPORTS 
INCREASE IN SALES 


Detroit, May 
sales of 


18.—Radiator and 
the Long Manufac- 


turing Company, Detroit, division of 


clutch 


since the 
first of the year have shown a 
steady monthly increase, according 
to C. S. Davis, president of the par- 


;}ent organization. 


Progress of the Long organization 
has been made in proportion to the 
gain in the automobile industry. be- 
cause of the company furnishing 
clutches and radiators for cars, Mr 
Davis said. The outlook of the com- 
pany is quite favorable because of 
several important new orders ex- 
pected to be placed within a short 
time. 


BENDIX BRAKE REPORTS 
GAINS IN SHIPMENTS 


South Bend, Ind., May 18.—The 
Bendix Brake Company, subsidiary 
of Bendix Aviation Corporation, re- 
ported Saturday that its shipments 


|}have increased 15 per cent. monthly 


Products 

Bendix 
standard 
makes ot 


since the first of this year. 
of this company are the 
brakes that are used as 
equipment on numerous 


Riscascaaenrvecesnanencasii 


La RGkST 


ELECTRICAL 


For AvTOMOBILES 


| automobiles and airplanes 


EOU 


5 
= 
This was 
by Vincent Ben- 
the parent corpo- 


announced today 
dix, president of 
ration. 

Business this far in May indicates 
that the per cent. increase will re- 
main constant for an indefinite pe- 
riod, inasmuch as replacement parts 
business also has held steady 


MOUNT VERNON TESTS 2,206 
CARS IN SAFETY LANE 
New York, May 15.—A of 
2,206 cars from Westchester county 
York 
safety-lane 


total 
and New 
examined 
Mount 
Salety 


were 
tests 
week. The 
headlights, 


Greater city 
during 
Vernon last 
brakes 
windshield 


steering wheel play 


in 
tests of 
horn, mirror, 
wheel alignment 
were given by the New York Auto- 
mobile Club in co-operation with 
James Berg, mayor, and the Mount 
Vernon Police Department. 


wiper, 


NEW PARTS CONCERN 

Miami, Fla.. May 18 (UTPS).— 
Holden-Wood, Inc., a newly organ- 
ized automotive parts and equip- 
ment concern, will open for business 
at 2010-12 North Miami Ave, 
Wholesale trade will be catered to 
»xclusively. H. C. Holden is prest- 
dent and B. Wood secretary- 
treasurer 


Ww 


iPMENT 


For a full score of years, Auto-Lite has been con- 


sistently producing the best automotive electrical 


equipment it is possible to build. Highest quality 
and finest workmanship have united to make a product 


whose dependability and efficiency are by-words in the auto- 


motive industry. 


The result of this unswerving policy of highest quality has 


been a steady growth, until now Auto-Lite service stations 


reach around the world—and Auto-Lite has become the 


world's largest builder of electrical starting, lighting and 


ignition systems. 


THE ELECTRIC AUTO-LITE COMPANY, TOLEDO, OHIO 


Auto-Lite 


Starting. lighting € sgnition 








IMPROVED 


ryuon: 


SPRING SHACKLES 


Improved Tryon Spring 





Shackles embody im 
portant new features 
resulting in greater 
inbuilt strength, great- 
er accuracy, increased 
bearing surfaces, im- 
proved lubrication, 
easier riding and 


longer life. 


Manufecturers: Write for 
full information and 


quotations, 





Sole Licensee: 
WILLYS-MORROW CO., INC. 
ELMIRA, NEW YORK 





DURANT T0 RESUME 
OPERATIONS IN FORMER | 
NEW JERSEY PLANT 


N. J., May 18.—William 
€. will resume operations 
about 1 in his former plant 
on Frelinghuysen Elizabeth. 
He will use the lower floor of the 
by the Bay- 
inal Company, for a ware- | 
house and distributing station of 
the products of the Durant Motor | 
Company of Michigan. The new 
headquarters will se rve the Eastern | 
district. Theodore S. Johnson, East- 
ern sales manager, will be in charge. | 

At about the time the new sta- 
tion will be opened Durant will in- 
trod ice a new car, Mr. Durant 

ays. It will have a wheel base of 
109 inches and a seventy-two horse | 
power Continental motor, capable 
of generating a speed of eighty-one 
miles an hour. He said the new car 
will complete the Durant line. This 
will be his second venture in the 
small-car field. 

The Bayway Terminal Company 
does not accupy any part of the | 
building. It leases space to various | 
mercantile enterprises. 


Elizabeth, 
Durant 
June 
Avenue, 
owned 


building, now 


way Term 


When Durant occupied the Eliza- 
beth plant it was said to be the 
largest automobile plant in the} 
world under one roof. 


H. J. MURPHY APPOINTED 

Minneapolis, Minn., May 15.— 
(UTPS).—H. J. Murphy of Milwau- | 
kee has been appointed president | 
and general manager of the General | 
Tire Company of Minneapolis, 1213 | 
Harmon Place. He had been with | 
the General Tire Company of Akron, | 
O., five years. The sales staff has 
been increased | 





BUYS SERVICE 
Lincoln, Neb., May 18.—The Gen- 
eral Tire Company of this city is 
expanding its business into a com- 
plete one-stop service station with 
the acquisition of a John Wright 
Skelly station at 13th and K Streets. 


STATION 


The firm now scene a complete | large proportion of their products to| are at 50 per cent., 
half-block frontage, 


| influence 
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BUYING IS LEADING 
FACTOR IN TRADE 


Youngstown, O., May 18.—The 
automobile steel business this week 
continued to be the chief bolstering | 
in the Youngstown dis- 
trict steel industry, but despite this 
support the average of operations | 
declined to 41 per cent. of capacity, 
a loss of 1 per cent. from last weck’s 
level. | 

Sheet departments of various val- 
ley producers are holding 
gains but were unable this week to 
| lift mill schedules to higher level 
Buying of sheets and strip contin- 
ues spotty with a fair volume of 
business in small lots continuing to 
feature the sheet market 

Empire Steel Corporation is con- 
tinuing to operate its Falcon plant 


at Niles, O., with fifteen sheet mills 5 | 


of eighteen under power. The Fal- | 

con plant began rolling ten days | 

ago after a six-week shutdown. 
Other sheet companies sending a 


recent | 











Falls plant schedule near 60 per cent. 

nd is slowly increasing production 
in the new plant at Monroe, Mich., 
where sheets can be transported by 
| truck to automobile factories. New- 


ton plans eventually to convert its | 
| Newton Falls plant, 


where Cleve- 
land buyers of sheets have booked 
many orders, into a tin mill. 
Leading companies in the district 
show little change in operations 
with occasional revisions in mill 
schedules made to cut costs. Repub- 
lic Steel Corporation, which produces 


ja large amount of automobile steel, 


|reports operations of 44 per cent. in 
| this district, a loss of 4 per cent. 
|from last week. This loss is due 
| more to weakness in the general 
pipe market than to lower bookings 
from its automotive customers. Sev- 


| eral open hearths, banked last week | 


at Republic’s Hazelton plant, are 
expected to resume meji.ing shortly. 
Meanwhile some skelp for the com- 
pany’s pipe mills is being shipped 
|from the Warren plant to Youngs- 
town. 
Carnegie 
tions in the 


Steel Company opera- 
Mahoning Valley again 
unchanged from 


the automobile industry show little 'last week’s schedule, and somewhat 














furnaces continue to melt for Car- 
negie. Eight open hearths are active 
for this producer In this district. 

Operations at Youngstown Sheet 
and Tube Company’s Brier Hill 
; works have been suspended while 
ingot production at the Campell 
plant has been increased slightly. 
Three open hearths, melting last 
week for Sheet and Tube, are now 
inactive, as is the company’s new 
electric weld pipe mill and plate 
mills. 


Sharon Steel Hoop Company op- 





erations are being maintained at 50 
per cent., with sheet and _ strip 
schedules fluctuating in line with 
day-to-day contracts. 


MARCUS MOTORS NAMED 


STUDEGAKEF, DISTRIBUTOR | 


Denver, Col., May 18.—Announce- 
iment of the appointment of Marcus 
Motors, Ine., as distributor for 
Studebaker passenger and com- 
mercial cars in Denver is made 
by the Studebaker Corporation of 
America, During the past few years, 
Marcus Motors has come to be 
known as “The House That Service 
Built.” 

Sam M. Marcus, president of the 
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Auburn 8-98 | 3916 | 127 | Lye | V | Dole }L |8)3 x4% | 268 | *5.26 | 288 | 98@3400 |*Alum |5{ Pur | —|Sch __No 
Austin (§1130 | 7 |Own|F j|— |G [41 2.2x3- | 458) 51 | 78 | 13@3000 | Alum ]2|— — — | Til No 
Buick 8-50 ~~ | 3170 | 114 | Own| V | Bish-Bab | O | 8 | 2%x4% | 220.7| 4.75 | 26.45 | 77@3200 | CI }5| AC AC {Mar AC 
Buick 8-60 | 3795 } 118 | Own| V | Bish-Bab | O | 8 | 3y4x4% | 272.6 | 4.63 | 30.02 | 90@3000 | CI {5|AC AC/]Mar AC 
Buick 8-80 4255 | 124 | Own; V | Bish-Bab | O | 8| 3yex5 | 344.8 | 4.5 | 35.12 | 104@2800 | CI 15; AC AC{Mar AC 
Buick 8-90 4340 | 132_ | Own/ V | Bish-Bab |O | 8/ 3x5 | 344.8) 45 1 35.12 | 104@2800 | CI 15| AC AC!Mar_ AC 
Gadillac V-8 | 4645| 134 | Own, V | Yes | LV | 8 | 3%x4i8 | 353 | 5.35 | 36.45 | 95@3000 | CI |3| AC Gas |Own No 
‘adillac V-12 5480 | 140-143 | Own| V | Own }O |12| 3%x4 | 368 | 5.5 | 469 | 135@3400 | CI |4| AC Gas | Own No 
Cadillac V-16 | 6100 | 148 | Own! V | Yes }O 16|3 x4 | 4520 | 5.50 | 57.5 | 165@3400 , CI 15! AC Gas | Own No 
thevrolet ~~ | 2685 | 109 | Own | V | No ,O 16 | 3;%x3% | 194.0) 5.001 263 | 50@2600 ° CI ist AC | 3 | Car AG 
a ae U Ve - / 13 7 r WY ) ons Yes 
‘hrysl “2850 *175%!| Own | V | Yes [L | 6 | 3%4x4% | 217.8 | C.35 | 25.35 | 70@3200 *Alum | 4 | AC | Sch 
— : 3365 4 +186." Own Vv | Yes {L {8 | 3%x4% | 260.8) 5.30 | 31.25 | 88@3400 ‘*Alum |5| Yes AC | Str Yes 
Chrysler 8 DeL. | | 187;%; Own | V | Yes }L |8|3%x4% | 282.1 | 5.20 | 33.80 | 94@3400 |*Alum |5 | Yes Yes | Str Yes 
Chrysler Imp. 8 _| 4725 | *211 +; Own, V | Yes |}L | 81 3%x5 | 384.8 | 5.01 | 39.2 | 125@3200 |*Alum |9j| Yes AC | Str__ Yes 
Cord (Fr. | Wh. D.) | 4620 | 1377411 a) ivi— }L | 81 3%4x4%% | 298.6 | 5.25 | 338 | 115@3300 |*Alum |5| Pur AC | Sch No 
ae 5 . }1 ig | 205. 5. 00 |*Alum | 4 | — AC |Car Yes 
De Soto Six 2695 | 169,35; Own | V | Yes L | 6 | 3%4x4% | 205.3 | 5.20 | 25.35 | 67@3200 | | 
_ Soto Eight 3025 | *177 | Own | V | Yes L | 8 | 2%x4¥% | 220.7 | 5.40 | 26.45 | 77@3400 Alum |5|— AC | Str__ Yes 
De Vaux 6- 75 ‘| 2810 | 113” | Hall } V | Dole (L | 6 | 3%x4 | 214.7 | 5.41 | 27.34 | 70@3400 | Alum | 4] AC __ Ste | ‘Til a 
: 2820 L {é] 11.5 .20 | 25.35 | 68@:; 14} C | Car 
Dodge Six 2820 “114%| Own | V | Yes L | 6 | 3%4x4% | 2115 | 5.20 | 25.35 | 68@3200 |*Alum | 4} No A 
—- Eight ee 118%' Own | V | Yes _[L_ [8] 3 x4% | 2403 | 5.40 | 28.80 | 84@3400 |*Alum 15| Pur AC| Str AC 
Durant 6-10 | 2780 | 112 | Con ; V ] "| Bish-Bab | L | 4 | 3%x4% | 200 | 480 [240 | 50@2800 |*Alum |3| AC AC | Til Til 
Durant 6-12 | 2820 | 112 | Con | V | Bish-Bab | L |6/|3%x4 | 199 | 5.43 | 25.4 | 71@3300 |*Alum |4/AC AC|]Str AC 
Durant 6-14 | 3010 | 112 'Con | V } Bish-Bab |L |6/3%x4 | 199 | 5.43 | 254 | 71@3300 \*Alum |4] AC AC | Str AC 
Durant 619 |—— | 109 | Con | V | Bish-Bab |L | 6 | 3%x4 | 199.0 | 5.32 | 254 | 71@3300 |*Alum |4{/AC  AC|Til AC 
5] 99113 1 tL | é 80 | 19.8 | 60@3300 ; Alum |3|— Ste | Mar AC 
Essex Super Six | 2925 | **113_ | Own | V | jiL | 6 | 2%x4% | 1753 | 58 
mi 7 0: \ iL | 4| ae — | Zen —~ 
Ford A ~_| 2375 | 103%! Own | V | — }L [4 | 3%x4% | 200.5 | 4.22 | 24.03 | 3 | 40@2200 | Alum | 3 | | Zen 
S15 Trans. 125 | Own| — | Bish-Bab |*O | 6 | 3%x4% | 274 | 5.30 | 29.4 | 100@3100 |*Alum |7|AC AC|Str AC 
a 8 1s | a | 132 Own | i _ Bish-Bab i* *O le ‘oe % | 274 | 5.30 | 294 | 100@3100 *Alum |7{ AC AC | Str AC 
Fr’klin S 15 De L_ | 4220 | 132 | Own | — | Bish-Bab |*O | 6 | 3%x4% | 274 | 5.30 | 29.4 | 100@3100 *Alum |7| AC 4 AC |Str AC 
Graham Pros. | o> yL | 6 {| 3% 2¢ 4 )@3200 |*Alum |7| AC AC |Sch Yes 
iraham Pros. 6 | 3140 113 | Own| V | Yes ;L | 6 | 3%x4% | 207 | 5.45 [23.4 | 70@3200 | | 
Graham Std. 6 | 3265 115 | Own: V | Yes L |6|3%x4% | 224 | 5.45 | 25.35 | woree a | ’ | — ac - i 
Graham Spl. 6 3330 | 115 | Own, V | Yes L |6{|3%x442 | 224 | 5.45 | 25.35 | @ |*Alum — , 
Guten Spl. . 3560 | 120 | Own | V | Yes L 3 | 3%x4 | 245 , 5.45 | 31.25 | eh ter — | : | - = > _ 
Graham Cust. 8 | — | 134 | Own! V | Yes }L | 8} 3%4x4% | 298 | 5.20 | 33.80 | 100@3400 |*Alum 3 
: a : 364 5 | 5|— Ste | Mar AC 
Hudson Greater 8 | 3325 | 119-126 | Own | V | — L | 8 | 2%x4% | 233.7 | 5.80 | 264 | 87@3600 | Alum | 
Hupmobile Cen 6 | 2985 | 114 | Own| V | Yes L | 6 | 3%4x4% | 211.6 | 5.10 | 25.35 | 70@3200 | Alum | 4 | AC Ste | Str Yes 
Hupmobile Cen 8 | 3275 | 118 | Own! V } Pines }L | 8 | 2%x4% | 240.2 | 5.20 | 26.45 | 90@3200 , Alum | 5 Pur Ste | Str a 
Hupmobile C | 3730 | 121 | Own| V | Pines L |8!3 x4% | 2686 | 5.20 | 288 | 100@3200 , CI |5 | Pur = ~ ~ 
Hupmobile H & U | ** | 125-137 | Own| V | Pines L | 8 | 3%x4% | 365.6 | 5.20 | 39.2 | 133@3400 , Alum |5 | Pur_ Ste | Str 
La Salle V-8 | 4635 | 134 | Own | V | Yes | LV | 8 | 3%x4té | 353 | 5.35 | 36.45 | 95@3000 | CI |3 | Ac = | —_ = 
Lincoln | 5300 | 145 | Own | V | Ful }L {8} 3%x5 | 384 | 5.23 | 39.2 , 120@2900 | Alum | 5° Pur = Ms ~. = 
Marmon 70 | 3103 | 11: 2% ‘Own| V | Pines |L | 8 | 248x4% | 211.2 | 550 | 25.4 | 84@3400 | Alum | 5 | AC r 
Marmon 88 | 4363 | 130-136 | Own , V | Pines L |8|3%x4% | 315.2; 5.50 | 33.8 | 125@3400 {| Alum |5|AC AC | Str AC 
Marmon 16 | 4800 | 145 | Own! V | Pines O 16 | 3%x4 | 490.8 | 6.00 | 62.5 | 200@3400 | Alum |5| AC _ AC | Str AC 
Nash Six-60 | 2800 | 114%] Own | V | Bish-Bab (L | 6 | 3%x4% | 201.3 | 5.00 | 23.4 | 65@3200 |*Alum | 7 | AC AC | y | Car AG 
Nash Eight-70 | 3000 | 116¥%' Own | V | Bish-Bab | L | 8 | 2%x4% | 227.2 | 5.00 | 26.4 | 78@3300 |*Alum | 9 | AC Ao om ac 
Nash Eight-80 | 3360 | 121 | Own | V | Pines }O |8|3 x4%| 240 | 5.25 | 288 | 87@3400 |*Alum |9'AC A ar ae 
Nash Eight-90 | 4000 | 124-133 | Own | : Pines | O | 8 | 3%4x4% | 2986 | 5.25 | 33.8 | 115@3600 i*Alum |9| AC AC Str 
Oakland V-8 | 3260; =—117_- || Own, 1 Ff Yes" | H | 8 | 3yex3% | 251.0] 5.00] 378 | 85@ ar 1s st a 3 a a0 _ ae 
Oldsmobile | 2935 | 11344! Own | }L | 6 | 3yox4¥% | 197.5 | 5.06 | 244 | 65@335 , 3 
Packa ; | 4479 | 12714-134'%' Ow } T. < 290 0 7 a 3s 0) Vee aa | Own an 
Packard 826-833 4479 | 127% ~134%4: Own j F wee ;L | 8] 3x5 | 3200] — | 32.5 | 100@3200 ,*Alum | 9 | Yes 
Packard 840-845 4955 | 140% ~145 ! Own | V —-= iL | 8] 31x35 1384.8; — | 39.2 | 120@3200 \*Alum }9 | Yes ae | Own -- 
Peerless St.8 | 3642, iit] Gen [V | Bish-Bab |L | 8 | 2%x4% | 246.0] 5.00 | 2645 | 90@3200 ;*Alum |5| Pur AC | Sch AO 
Peerless Master 8 | 4521 | 125 | Own' V | Bish-Bab |L | 8 | 3%x4% | 322 | 5.00 36.45 | 120@3200 |*Alum {5 | Pur AC Sch = 
Peerless De L. | 4521 125 | Own: V j Bish-Bab |; L | 8 | 3%x4% | 322 | 5.00 | 36.45 | 120@3200 |*Alum |5! Pur AC Sch = 
Peerless Custom 8 | 4766 138 | Own | V | Bish- Bab | L | 8 | 3%x4% | 322 | 5.00 | 36.45 | 125@3200 |*Alum |5 | Pur__ AC | Sch 
Pierce-Arrow 43. | 4304 ic 134-137 | Own | Vv } Yes iL | 8 | 314x4% | 366 —— 5.07 1 392 “| 125 @ 3000 \*Alum | 9 | Han AC | Str a 
Pierce-Arrow 41-42, 4831 | 142-147 _ | Own’ V | Yes |L | 8} 3%x5 | 385 | 5.07 | 39.2 | 1 132 @3000 _|*Alum | {9 | Han AC | Str an 
Plymouth (2595) 167 | Own! V | ~ |i | 4] 35x45 | 196 | 460 | 21.03 | 48@ 2800 Alum | 3 | — AC !Car_ 
Pontiac «2845 | “112 | Own| V | Yes [Li 6) 3iexd% | 2000] 4901 263 | 60@3000 | SSt_13{— AC | Mar__AC 
Reo Royale 8-35 | 4650 | 135 | Own| V | Pines |b | 8|3%x5 | 308 | 5.30 | 36.48 | 125@3300 | Alum |9!Han AC | Sch Own 
Reo Royale 8-31 4375 | 131 | Own, V | Pines |L |8|3%x5 | 358 | 5.30 | 36.48 | 125@3300 | Alum |9|Han AC j Sch Own 
Reo Fly. Cloud 6-25 3950 | 125 | Own! V | Pines 1L |6|3%x5 | 268 | 5.30 | 27.34 | 85@3200 | Alum | 7| Han VS |_ Sch Un 
Studebaker Six . "2920 | an 114 | Own j Vv j Dole = a 16 | 34x45 | 205.3 | 5.20. 25 5.4 | 70G 3200 l CI \ 4 \ Pur Ste | Str om 
Studebaker Dict. 8 | 3095 | 114 | Own , V | Dole |L | 8 | 3\4x3% | 221.0; 5.00; 30.0 | 81@3200 | Alum |9|Pur Ste |Str A 
| Studebaker Com. 8 | 3520 | 124 Own. V | Dole [L {8 | 3x4% | 250.4 5.20 ; 30.0 | 101@3200 | Alum |9j| Pur_ Ste | Str ny 
Studebak’r Pres. 80, 4250 | 130 | Own ' V | Dole }L |8 | 3%4x4% | 337 | 5.10 | 39.2 | 122@3200 j*Alum | 9]|Han_ Ste | Str AN 
Studebak’ r Pr es. 90 4360 | 136 Own V |! Dole iL |8] 3x4? s | 337 } 5.10 | 39.2 122@3200 *Alum _ 19 )| Han - — | Str AM 
| Stutz LA “4320*|—~—*«<2‘NT Zs Own ' — j Bish-Bab | O | 6 | 3%6x4% | 2415 | 5.10 | 27.3 | 85@3150 |*Alum |7| Wal AC Zen AM 
Stuts MA | 4918 | 134% Own | — | Bish-Bab | O | 8 | 3%x4% | 322 | 5.10 | 36.4 | 113@3300 *Alum |9| Wal AC, Zen AM 
Stutz MB 4863 | 145 Own | _ | Bish- Bab 10 |8 | 33%%4x4'% | | 399 / 5.10 | 36.4 | 113@3300 /*Alum m |91 | Wal AC | Zen AM 
Willys 6-97-98 D ~ * | 110-113 | Own | V |Var ‘| L | 6 | 3'4x3% | 193 | 5.26 | 253 | 65@3400 ;}CI |4;No AC | Til Til 
Willys 8-80 D 3131 | 121 | Own! V /Var |L | 8| 3%x4 | 245.4 | 5.26 | 31.25 | 80@3200 ;CI |5|No AC | Til Til 
| Willys-Knt. 66-D | 3400 | 121 | Own! V /Var 1K | 6 | 33gx4% | 255 | 5.26 | 27.3 | 87@ 3200 |*Alum | 7 | | Ski Til ) Til _ Ti 
\ —_ | — —— 2 = - 
AUTOMOTIVE STEEL | changed schedules. Newton Steel) higher than operations of the two FULLER & JOHNSON co. 
Company is holding its Newton jlargest independents. Two blast 


SOLD TO LAY & WINSLOW 


Madison, Wis., May 18.—The Ful- 
ler & Johnson Manufacturing Com- 
pany, manufacturer: of gas engines, 
has been sold to the Lay & Winslow 
Company of Detroit by order of 
Judge A. C. Hoppmann. The com- 


pany originally offered $65,000, then 
increased its offer to $68,000 for 
equipment and $7,000 for accounts 
receivable and paid down $15,000 in 


; cash, 
The Hein-Werner Motor Parts 
Company, Waukesha, submitted a 


bid which was $5,000 above the offer 
of the Lay & Winslow Company, 
but the Hein-Werner Company 
would only take a lease to January 
1, 1932, on the buildings, while the 
Lay & Winslow Company agreed to 
take a lease up to January 1, 1933. 


company, has been identified with 
the automobile business in Denver 
for a number of years as active 
head of Marcus Nash Motors, Inc. 
Associated with him is Don K, Gray, 
vice-president, a well known auto- 
mobile agency executive. 
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~ OF PRESENT AMERICAN PASSENGER CAR MODELS 


wisk and Model 


Front End 
Transmis’n 
and Speeds 
Rear Axle 
Springs 
Shackles 


0 


D-SM 37 UnP | Col 
War-G 3 Spic | Sal 
Mun3 Own | | Own 4 
O-SM 3 Own | Own % 
O-SM 3 Own | Own % 
O-SM 3 Own | Own % 
O-SM3  Spic | Own % 
O-SM 3 Spic | Own % 
O-SM 3 Spic | Own % 
Own 3. Own | Own — 
Own 3. Un P | Own 34 
Own 4 — | Own 
Own 4 | Own % 
Own 4 — | Own % | 
Cor Long \Detr 3 UnP&MM|j Col F | 4. 
De Soto Six Var }Own3 = ‘Own % | 433 |H 
De Soto Eight Var Del-R | Del-R Own 3 — | Own Yo | 460|H 
De Vaux 6-75 | Morse Aut-L |*Aut-L_ Borg | NP3 —_—sSpic | NP 14 | 440 | SD 
Dodge Six Morse Del-R | Del-R Borg | Own3 _ Spic | Cea k ‘| 4.60— 
Dodge Eight Morse Del-R | Del-R Borg | Own 3 Spic | Own % 2 | 
Durant 6-10 _ Morse i: | 


n 


S 56% 
~ Cant 
54% 


Bol, 


Auburn 8-98 
Austin — 
Buick 8-50 
Buick 8-60 
Buick 8-80 
Buick 8-90 
Cadillac V-8 
Cadillac V-12 
Cadillac V-16 


Chevrolet 
‘Chrysler 6 
Chrysler 8 | Morse 
Chrysler 8 De L. | Morse Del-R | Del-R 
Chrysler Imperial 8; Morse  Del-R | Del-R 
Cord (Fr. Wh. Dr.) | Link Del-R |*Del-R 
Del-R | Del-R 


| Whit Del-R |*Del- -R 
| Gear Aut-L_ |*Aut- -L 
Del-R | Del-R 

Del-R | Del-R 
Del-R | Del-R 
Del-R | Del-R 
~ Del-R | Del-R 
Del-R | Del-R 
Del-R | Del-R 
Del-R- *Del-R_ ‘Own | 
Del-R | Del-R “Own | 
Del-R | Del-R — | 


___ Long | 
Rock | 
Own | 
Own | 
Own | 
Own | 
Own | 
Own 

Own 


Ross | 

Say-B} 
ndix Sag 
Sag 
Sag 
Sag 

Sag ‘| 
Sag 
Sag 


| Own 
' Own 
“Tryon 
v0 /4 Own 
58% | Own 
58% ! 
58 
58 | 
60 
3 54 | 
535% | 
545% | 
645, | 
5 57% | —— 
S 62 Own 
S 53% 


) Bijur 


| AleZ | 
Al-Z 
Alem 
Al-Z 
Al-Z 
Al-Z 
Alem 
Alem 

| Alem — 
| Al-Z 
| Al-Z 
| Al-Z 
| Al-Z 


| mer | 


| 17x5.50 


| 18x3.75 
18x5 25 
19x5.50 
19x6 50 
19x6.50 
19x6.50 
19x7.00 
19x7 00— 
| 19x475 | 
19x5.25 
17x7.50 
17x6.50 
18x7.00_ 
18x7.00 
~~ | 19x5.00 
19x5.25 
| 19x5.00 
~ | 19x5.00 
| 18x5 50° 
| 19x5.00 








lalal n 


wn-M 
wn-M 


| 5 
60 
5 


Ope >) op) 
| bo CO Go BD] | to 


CRAG PAIGE, SG 


{|—|———— |— 
> bot fat a] 





Tryon 


| Morse 


ocico| oc 


isj=o 


Gem | 
Own | 
Own | S 54% | Rub | 

NP | S 54% | Tryon 

War | S 55% : Tryon 

War | S 54% | Rub B 
Ss 


‘Tryon 


55 | 


Own Y 

Durant 6-12 Spic Own My 
Spic . Own ¥ | 
Spic | Own % | 
“Own % | 


__Own Own 1% | § 


MM | Own ¥% >| ¥ 


Durant 6-14 
Durant 619 


Essex Super Six 
Ford A 


Franklin S$ 15 Trans.| Whit 


Morse 
Morse 
Morse 


| Morse 
| Var 


Aut-L |! |*Aut-] -L 
Aut-L |*Aut-L 
Aut-L |*Aut-L 
Aut-L |*Aut-L 
Aut-L j*Aut-L 
Own 1 |*Own 
Del-R |*Del-R 


Borg|WC3 


Borg | W C 3 
Borg | W C 3 
Borg | Own 3 
Own | Own 3 
~ Own | Own 3 


-  Br-L|** 


__Spic : 


Spic 


—|—|. 
C2 C2 TC} xt bl 


| 


4.60 
3.96 | 
4.45 
4.45 
3.90 
541 | Bendix 
3.78 
14.54 | 


) Own | 


Own | 
Own 
Own 


Gem | 
Gem |_ 
Gem | 


55 
S 55 
S 54 
~ § 54 
S$ Tr39_ 


Ss | Tryon 


| Tryon 
| Tryon 
| Own 
Own 
None 


| 19x5.00 
| 19x5.00 
| 19x4.75 


| 19x5.00° 
| 19x4.75 
~~ | 19x6.50 


** 


Franklin S 15 Trans.) Whit 
Franklin S 15 De L | Whit 
Graham Pros. 6 | Link 
Graham Std. 6 | Link 
Graham Spl. 6 | Link 
| 
| 


Del-R |*Del-R 
Del-R |*Del-R 
~  Del-R |*Del-R 
Del-R |*Del-R 
Del-R ‘Dek 
Del-R |*Del-R 
Del-R |*Del-R 
Aut-L |*Aut-L | 
Aut-L |*Aut-L 


Br-L 

Br-L | War- G 
“Long - 2 
Long | 3 
Long | — 4 
Long | — 4 
Long | — 4 
Own | Own 3 
Borg | War-G 3* 
Borg | War-G 3* 
—_ | War-G 3* 
Long v War- G3* 
‘Own | O-SM3 Spic Own 3/ 

= Long | | Own 3* Spic Tim F 
Rock | War-G 3 Spic | Sal 4 

Rus | Detr 3 Spic | Sal 

Rus Mun Spic | Sal 
Borg | Own 3 Own | “Own 14 
Borg | Own 3 Own | Own ¥% 
Borg | Own 3 Own 

Borg | Own 3 Own 

Own | M-SM 3 MM | Own: 
Borg | M-SM3 __Un- P 

Long | O-SM3 MM 

Long | O- SM 3_ Un-P 

Rock | War-G ; Spic 

Rock | War-G Spic | 

Rock | War-G Spic 

Rock War-G Spic 

Long | Own 3. ‘Spic | 

Long | Own 3 Spic | 


Rock | Own 3. ___ Own a 
Own | Own 3 MM ‘, I 7 
Long | Own3 UnP | wn Y, Ss | S 57)5 4 
| 
| 


MM | Own }4 | 14.54 
Spic Own ¥% | 44. 73 | 


El 42 

E] 42 

S 54 
54 


| 19%6.50 
__| 196.50 


~19x5.00- 
| 5.50x18 
6.00x17 
6.00x17 
6.50x18 


| 18x5.50° 
19x5.50 
19x5.50 
; 19x6 00 
19x6. 50 
~ | 19x6.50 
| 7.00x19_ 
29x5.50 
19x6.50 

ot 18x7.00 
19x5 00 
3ijur | 19x5.25 
Bijur | 18x5.50 
Bijur | 19x6.50 
Al-Z 28x5.50 
Alem | 28x5.25 
Bijur | 19x6.50 
Bijur | 19x'7.00 
‘Alem | 29x5 50 
Alem | 31x6.00 

| Alem 31x60 
I Alem 31x6 50 
“AI-Z ~~ | :19x6.50 
Al-Z | 18x7.00 
Al-Z =| 19x4.75 
Al-Z | 29x5.00 
Far 6.50x18 
Al-Z 50x18 
Al-Z ; 50x17 
Alem 19x5.25 
Alem ! 19x5.25 
Al-Z 19x6.00 
Al-Z 19x6.50 
| Al-Z 19x6.50 
| Bijur , 19x6.00 
Bijur 20x6.50 
Bijur 20x7.00 
| Alem 19x5.00 
| Alem 19x5 50 
Alem | 18x6.00 


None 
None 
~ | ERS Yo. 
| ERS | 
| ERS } 
| ERS | 
| ERS ee 

| 

' 


Gem | 
Gem /| ! 
Ross | & | 
Ross | 
Ross |S 

| § 

| 


if 
2. 
| El 42 | 
| 
| 


aaa 


Graham Spl. 8 Link 
Graham Cust. 8 Link 
Hudson Greater 8 Morse 
Hupmobile Cen 6 Whit 
Hupmobile Cen 8 Morse Aut-L |*Aut-L 
Hupmobile C Morse Aut-L |*Aut-L 
Hupmobile H and U Morse Aut-L |*Aut-L 
| Del-R 


—_ 


Ross 
Ross — 
ix Gem 
Ross 
Ross | 
Ross 
Ross 


_ 
— 








ea 

— 

= Specifications 
Continental builds 
gasoline engines to 
become integral parts 
of the machinery in 


which they are to be 
used. 


Whether 
tive, industrial, agri- 
cultural or aircraft — 
Continental engines 
are designed to de- 


, | Own 
Tryon 


: 


4.75 
MM , Sal % 
Un P! Sal 
UnP; Own % 
Un P| Own 43 


a 8% 
S 54 
S 57 
Sag | S 58 


Own | S 62 


Rub B - 
Alem 
Alem 
| Alem 
| Alem 
“Al-Z 
Al-Z 
Al-Z 
Alem — 
E 


4.55 | 
4.55 | 
4.07 
_ 4 75 | Own-M 
4.58 | | Bendix 
~ 4,90 | Bendix Ross | Ss 54% 
4.45 | Bendix Ross S 60 
3.78 | Bendix 6 


Ross 0 
1SD Ross 50% 
is D 07 
| 
| 


nants bt bt 
oOD 


_— 


5 





La Salle V-8 _ Morse Del-R 
Lincoln 

Marmon Eight-70 
Marmon 88 | Diam 
Marmon 16 | Diam 


Nash Six-60_ ~ | Cel 
Nash Eight-70 Diam 
Nash Eight-80 Diam 
Nash | Eight- 90 Diam 


Oakland V-8 “Morse 
Oldsmobile Whit 


Packard 826-833 Morse 
Packard 840- 845 Morse 


Peerless St. 8 “Link 
Peerless Master 8 | Link 
Peerless De L. | Link 
Peerless Custom 8 | Link 
Pierce-Arrow 43 | Gear 
Pierce- Arrow 41-42 | Whit 
Plymouth | Var _—iDel-R' | Del-R 
Pontiac _____| Morse __Del-R | Del-R- 
Reo Royale 8-35 | Morse Del-R | Del-R 
Reo Royale 8-31 | Morse Del-R | Del-R 
Reo Fly. Cloud 6-25 | Morse Del-R |*Del-R 
Studebaker Six } Whit Del-R |*Del-R 
Studebaker Dict. 8 | Var G_ Del-R |*Del-R 
Studebaker Com, 8 | Var G_ Del-R |*Del-R 
Studebaker Pres. 80' Var G Del-R | Del-R 
Studebaker Pres, 90| Var G Del-R | Del-R 
Stutz LA Del-R | Del-R 
Stutz MA Del-R | Del-R 
Stutz MB Del-R | Del-R 
Willys 6-97-98 D Aut-L |*Aut-L 
Willys 8-80 D Aut-L |*Aut-L 
Willys-Knight 66 D Aut-L |*Aut-L 


KEY TO ABBREVIATIONS _ 
Weight—§Austin 


standard 2 passenger 

coupe. **Hupmobile model H_ weighs 

4,095 pounds, and mode] U, 4,360 pounds. 

*Studebaker, 7 pass. sedan. *Willys 6-97D 

weighs 2,656 and the 98 D weighs 2,706 
pounds. 

Wheel Base—*Over al) 
instead of whee) base, which manufac- 
turers refuse to give. ‘**Essex, seven- 
passenger sedan available on 119-incb 
whee] base. 

Engine Make—Con. Continental; Lyc. Ly- 
coming. Hall, De Vaux-Hall Motors Corp. 

Fan Belt Type—V, V-type; F, fiat. 

Thermostat—Bish-Bab, Bishop & Babcock; 
Dole, Dole Valve Co., Chicago, IIL; Ful, 
Fulton Co.; Pines Winterfront; 


Pines, 
Var, 


Spic | Own % | 
| 
7.8 
ai 4 





Aut-L “*Aut-L 


Del-R |*Del-R 
Del-R |*Del-R 
= Del-R | Del-R 
Aut-L |*Aut-L _ 
Aut-L |*Aut-L 
*Aut-L |*Aut-L 
*Aut-L t-L |*Aut-L 
2 ~=CédDel-R | Del-R 
Del-R | Del-R 
NE | Dyn 
a NE | Dyn 
Aut-L |*Aut-L 
Aut-L |*Aut-L 
Aut-L |*Aut-L 
Aut-L /*Aut-L 
Del-R | Del-R 
Del-R | Del-R 


| Diam 


oe 
ae | Ow 
Trea 
ub B 


R 
Rub B 
“T 
= 


& jn | a 





| 

ryon | 
ryon | 
| 

| 


| 
| 0 
iT 
| 
| 


Ss Ross 
Ss D Gem 
Bendix Gem 
M Sag] 
| Bendix Sag g 
5 |M ~~ Own 
1 M Own | _ 
‘| Bendix Ross 
Bendix Ross 
3endix Ross | 
Bendix Ross 
| Bendix Ross 
Bendix Ross 
| H 


3 
Tryon 
Own 
Ir 
= 


3 
| 

A | 

4 |Own 

| Inlox 

{ 


07 
6% 
4 
4", 


-ryon 





a pal ANN) HN 


5 
5 
5 
5 
5 
3 601%, 
S 60% 
S 56,% | Rub B 
S 60 Rub B 
S 60 } Rub B 
S 60 Rub a 
~§ 60 | Faf 
S 61 Faf 


bho automo- 








Var Tryon 


liver power and pos- 
Long | Own 3 Un P 
Long | Own 3 _Un P 
Long | Own 3* ‘Spic 
Long | Own 3* Spic 
Long | Own 3* Spic 
Long | Own 3* Spic 
Long | Own 3* Spic 
Borg | Detr 4. Un P 
Long | Detr 4 MM 
Long | Detr 4 MM 


Borg | Own 3 Spic 
Borg | Own 3 Spic Own ¥% |} 
Rock | Own 3 Spic | | Own % | 
“Piston “Material— *Alum, ¢ num with ni 


aluminum with *Bendix 
invar struts; Alum, aluminum alloy; CI, Clutch—Borg, 
cast iron; S St, semi-steel, Lipe; Rock, 

Oil Purifier—Pur, Purolator; Wal, Wall; Long Clutch 
Han, anney; AC, AC Spark Plug Com- Mfg. Co 
pany; Ste, Stewart-Warner; Ski, Skinner. « smissi Z : 7 >m- 

Fuel Cleaner—AC, AC Spark Plug Co.; Gas, ee Detroit’ Ge ernee Gone Got- 
Gascolator; Ste, Stewart-Warner; Til, Gear: WC, Warner Corporation ’D-smM— 
Tillotson, V-S, Van Sicklen. Detroit Synchro-Mesh; O-SM—Own, Syn- 

Carburetor—Sch, Wheeler Schebler; chro-Mesh: M-SM—-Muncie, Synchro- 
Zenith; Mar, Marvel; Car, Carter; Str, Mesh. N.P.—New Process Gear Corp 
Srommers: DL. Detroit Lubricator; Til ++Pranklin Transcontinent models are 

Air Gleancr—AO, AC Spark Plug Com- — S1uPPCd wa dot Wainer sine to body 
pany: AM, Air Maze; Han, Handy; Un, type a : ; 

nited; Til, Tillotson. *Free Wheeling. 

Front End Drive—Link, tFree wheeling on Auburn De Luxe models 
Texolite; Cel, Celeron; only. 
Chain; Diam, Diamond Universals 
Morse Chain Company; ucts Company; Spice, Spicer Manufactur- 
makes of chains; Var-G, ing Corporation; MM, Mechanics Uni- 
of gears. versal Joint Company. 

Ignition, Generator and Starter—Aut-L, Rear Axle—Col, Columbia: 8 
culation. Auto-Lite; Del-R, Deleco-Remy; N. E., Tim, Timken; N.P., New Process Gear 

Compression Ratio—*Optional on the Au- North East; *Nash-Indicates twin ig- Corp.; %-Semi-floating; %-% floating; 
burn, nition. F-Full floating 


cette tte ERC E ELAR 
obtained from the bureau and its | for automobile sories, 
district and co-operative offices by | tools and garage equipment. 
|| duly registered firms or individuals | 51253—Shanghai, China; 
|| upon written request, giving the op- | automobile accessories, parts and 
portunity number. and 
51154— Vienna, Austria; 
|for automobile accessories, 
51157 — Lisbon, Portugal; sole | automobile accessories and novelties 
|agency for automobile accessories, 51252—Altona, Germany; agency 


51228—Berlin, Germany; agency)or purchase of automobile, garage 
for automobile accessories, parts,|and service station machinery, ap- 
motors, tools and compressors, paratus, 

51272—London, England; agency 51391— Prague, Czecho-Slovakia; 


sess stamina specifi- 
cally adapted to their 
individual installa- 


| Own V, 
Own % 
Own 
Own 
Own 
Own 
Sal 
Tim 14 
Tim % 
Own }4 | 


Tryon 
Tryon 
| FP af 
Faf 
Faf 
| Own 
|} Own 
Own 
Tryon 
| Tyron 
Tyron 


enalx 
sendix 
2endix 
sendix 
ndix 


| H 
H 
H 
Bendix 
Bendix 
Bendix 


= | tions. 
Gem 4 
Gem | s rt 
‘'S 49% 
S 56 
S 56 


|= 


mI aJad WWI =) 


coo uad)| we 


Own | 
Ross | 
Ross | 


| Chain 
| Chain 
Chain 


Q 


CONTINENTAL MOTORS 
CORPORATION 


| 
> Pe aes SD SS! 
—~ 


~ 


"On Pierce 
axie ratio 
ratio is 


starter used 
Borg & Beck; Br-L 
Rockford Machine; 
Company; Rus, 


Ratio Optional on . the ‘Auburn 
Brown- Arrow 43, 137 in. W. B. rear 
Long. is 4.42, On mode) 41 rear axle 
Russell 4.42. On model 42 ratio is 4.23 
tThe axle ratio varies with body types 
on Franklin models. 
Brakes—H, hydraulic; 
steeldraulic; Bendix, 
Steering Gear—Gem, Gemmer; Ross 
Gear and Tool Company; Sag, Saginaw; 
Say-B, Saylor-Beall Manufacturing Com 
pany; War, Warner. N.P., New Process 
Gear Corp 
Rear Springs — 8, ml 
elliptic; Cant, semi-cantilever; 3-Ts 
semi-transverse. *Rear spring length on 
Willys, 6-98D is 51 in 
Spring Shackles—Tryon, Wi Morrow 
Company; Rub B, Rubber Shock Insu 
lator Company; Faf, Fafnir Bearing 
Company; ERS, Eaton Rubber Busb- 
ings. Inlox—Inland Mfg. Co 
Chassis Lubricator—Alem, Alemite; Al-Z 
Alemiate Zerk; Bijur, Bijur Lubricating 
Corp.; Far, Farval, 


Offices: Detroit, Michigan, U. S. A, 
Factories: Detroit and Muskegon 
The Largest Exclusive Motor 


Manufacturer in the World 

8D 
Corp 
Ross 


M, mechanical 
length of chassis Bendix Brake 


Zen, 


seml-ellipti E! 


Link Belt; Tex, 
Whit, Whitney 
Chain; Morse, 
Var. various 
various makes 


various makes Un P, Detroit Universal Prod- 


Valve Arrangement—L, 
zontal; O, overhead; 
LV, V-type L head 
*Air cooled. tThermo syphon water cir- 


hori- 
valve; 


L head; A, 
K, sleeve 


al, Salisbury: 


} oy 
parts, | agency for automobile 


spare parts and garage equipment. 
51356—Eerlin, Germany; agency 
land purchase of automobile 


acces accessories, 


[ontinental 


Foreign Trade 
Opportunities 


Washington, D. C., May 18.—For- | 
eign automotive trade opportunities 
just announced by the automotive 
division of the Bureau of Foreign 
and Domestic Commerce of the De- 
partment of Commerce are listed 
below. | 

Additional information may he 





agency 
for acces- 
sories, spare parts and tools 
51393—Paris, France; agency 
agency for | automobile accessories, and 
| boxes, for trucks and busses. 
51432—Paris, France; agency for 
automobile accessory novelties, brake 
linings and spark plugs 
51390—Hoengeg, Switzerland; sole 
agency for automobile brake lining 
solt type. 


garage and shop tools equip- 


agency | ment. 


51251—Florence, Italy; gear 


fo1 
; 





a} 
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| Production -- Engineering -- Factory - 


Decorative Development of rte ktiersoe Peerless Brake Shoe 
The Automobile Body. #2 v/s oniised ‘0 aroo iv Grinder Has Dial 


down in 
serving a sufficient amount of cool- 2 
‘By ALEXIS DE SAKHNOFFSKY ing swrtece, WE Bes ge etting Feature 
iy t a > “@ = £ - 
Hayes Body Corporation, Grand Rapids, Mich. eee a ae ee ie 

In the car we have conceived, the ,ing mechanism. We sought then, type” S and other racing cars with 
question of the decorative line has laboriously, the proportions which | we} placed low radiators, and here | 
had much attention. Even certain would give us the illusion of a 1OW | we have a vision of the car of to- 
mechanical developments have come car with long lines. At this junc-| morrow. On another hand we are | 
about as the result of our initial ture a conterence with one of the | already aided in this development | 
development project. The procedure engineers who had designed the by the latest fashion of extending | 
this year, inspired somewhat by our chassis determined what were the) tho radiator core down between the 
previous theories, was to first create modifications which it would be) front ends of the chassis frame. 
new lines, in harmony with the possible to make in the chassis in Launched in 1920 by Hispano, but | 
jatest tendencies, and then adapt order that it might receive the | not adopted by other “innovators” | 
the chassis to them, at the same specially designed body. In this/ until seven years later, this very 
time not neglecting the requirements manner we obtained surprising Tre- | characteristic line is certain to re- 
ot the transmission and engine sults which, one has to believe, were! main, for two practical reasons 
group. The practical tests which considered well founded, since One | ~hese low-hung radiators should be 
used on account of their increased 
capacity of liquid, but also because | 
the lower section serves as an oil 
radiator which racing and other | 
j luxury chassis are beginning to in- | 
troduce. In Fig. 1 we plainly see | 
its attractive outline, the shutters | 
j;and at the bottom, the long brake 
drums efficiently cooled by vertical 
| fins. 

The radiator cap will be flat, 
made up of three geometric surfaces, 
| one superimposed on another, its 
;}torm inspired by that of the 
we have been able to conduct this; of our most recent productions re- Sensaud de Lavaud chassis. The 
year with the chassis of important | ceived in England the first prize for head lamps, which were let into 
manutacturers have convinced us_ its beauty of line; this in competi- the radiator shell in our previous 
that such a procedure is not a tion with several hundred cars from | design, take up too much room and AFF Peerless brake grinder 
heresy the leading body builders of the we have been obliged this time to . 

The case presented itself in this world. And since the problem we | carry them to_the outside of the The Peerless brake shoe 
fashion: lovers of beautiful lines now propose is so much the easier! radiator. And in conformity with, has been added to the line of the ard price is $89.50. Special a. 
asked us to create ensembles in because of the fact that we are our tendency to flatten out all L. W. Aff machine works, San Fran- motors are available at $5 extra; 

hh the chassis should be con- not subject to the limits of any | forms they have become rectangular cisco, Cal. Features ot the machine otor $10 
ot t ‘hich to existing chassis, we consider that | and form a part of the side of the | include a calibrated dial which may special d. c. motor 
ee eee eae our method may be considered | radiator. They will have the same be set as desired for grinding the in. aluminum abrasive is available 
pa aa io ro ae 200d ones. frames; square, convex lenses with brake lining to the finished size at $14.50 extra, and a 12-in. gauge af 
oo, {te = waa, of course We shall examine in this chapter Orizontal grooves, which will give and a balanced aluminum abrasive $1.50 additional. The height overs 
maximum ef ry i : a Ge eee i See “ak te ueae them a smart appearance without mounting 3 inches in diameter all is 15 in., and it occupies a bench 
samen oe lamps, ane ry ee are so closely ffecting the intensity of the light Power is supplied by a '4 h. p. 50 space of 16 x 16 in 


tormance ’ nian . . : af 
To arrive at the desired results allied to the rest of our project as Projection. This will be provided by 
a lamp fixed in a hemispheric re- 


we took account only of the wheel to make the entire lines of the body cae 1 e 
> + ; flector concealed in the rectangular 
d the locatic the steer- directly tributary. Following the ; angular e e O a ry O m u a 
base and the location of the s I direc ; g shell. For we retain this form while V r 1 r 
Ce ae - making it still more tapering and ° 
: less massive. W “ 
5 ie Wishing to obtain a severe effect I or Good Steel e ing 


| by the shock of surfaces treated in 
the modern manner we have al- 
lowed the lines of the tapering forms 
extending back of the lamps to con- 
tinue at right angles to the front ot 
the radiator until they touch the 
rear of thé hood at the cowl, Figure 
2. But keeping always in mind our 
principle that masses which extend 
themselves toward the rear should 
be diminishing and not forgetting 
the conditions necessary to permit 
the use of sliding doors, we have 
progressively diminished both the 
width and thickness of this band 
In fact this is necessary on account 
of the curve of the hood. We ob- 
| serve, therefore, that this band fades 


ae att A 
; 9ut at the rear deck and that, fr 
the cowl backward is only eae ¢ oe 


| On the body. The long tapering tri- i: Hat li 
‘ } 4 QO angular forms extending along the 7 abel 
sides of the hood may be made to 5 ; pe] 


serve to carry light objects or the 

: | long tools which are so often diffi- 

AQOVANTAGES IN CONSTRUCTION | cult to find a place for-in a car, and 

. gD Tee | at the same time they give an im- 

i PASTED PLATE! | lee aaa 

USL MACHINE PAST | Pression of little ailerons, already 

|; seen in some of the work of the 

7 Use | progressive coachbuilders (the closed 
RACK OF USL USL “Machine Pasting” of plates in- sport model built by Belvalette). 

j sur-s the oxide pastes being pressed 


1 Vhirty-two | mie rae ore sh | *This article is the first of a series I. L ARE DIREC te atts 
through the grid in one direction with which will appear in the Automo- a; E ate aca 


years battery San 7 D ze a : 
Ste eo an ev en machine controlled pressure. tive Daily News. The opinions ex- Tlckut fe Meter it rh a a 
MEEERG SE POrenes. Machine pasting also eliminates vart- | pressed represent a study over a_ |"! oii .. Pile itt aaa hess ae | PTE 
fac- ations in uniformity and density period of years in his association dt ineks etek : 
which result from “hand pasting.” with continental coach _ building LINCOLN-STINE equilibrium curve 
and advanced by the author abroad 

3. 18,000 service Broad USI. patents cover the ma- before coming to the United States. The porosity in the weld or de-| Stine equilibrium curve, by waite 
Some of the fez "es cri > { ‘ 3 ifications steels 
m ad he features described have posited metal has been one of the he exact specifications for st els @ 
since been adopted by manufac- ¢ ; x00d weldaility can be determined 
4. Appraval of turers here. most serious difficulties in the more Heretofore the difficulties en- 
USL Battery Corporatioa (To be Continued.) universal application of are weld- éountered in producing sound welds 
fecturers Niagara Falls, New York ing. Its cause and the problem of in various grades of steel were be- 

| ALLBESTOS INTRODUCES eliminating it has been baffling, but jieved to be due to the electrodes 
5. Millions of sat- Other Ut faccories at Oakland, Calitoraia; the Lincoln Welding Company be- | anq process employed. Wilmer E 


J locoate, Canada; Sydney, Australis, 7 : 
ivfied users Manchester, England; Paris, France MOLDED LINING AT lieves that the solution lies in the gtine thought otherwise, and pro- 
variability of the steel itself, in &@ ceeded to investigate on the basis 


NE report recently released and given jhat the difficulty lay within the 
W LOW PRICES herewith: | steel itself. Due to his intimate 


metals, acquired from 


B TIERIE J | “This great variance in the weld- knowledge of 
A ability of commercial grades of steel twelve vears service in the United 
A new ilexible molded brake lin- | wt ich has bee haf » am ane Lwelve bo oe la i ris 
which has been so baffling, has re-| states Navy as associate materials 


3 ing, and, it is stated, sold at woven cently been solved as a result of an engineer, Stine realized that re- 

Long Life — Dependable Power | lining list prices, is announced by extensive research conducted by search beyond the usual analyses 
| the Allbestos Corporation, Philadel-| Wilmer E. Stine of the Research of steels was necessary. Data was 

| phia, Pa. It is available in continu- | Laboratories of the Lincoln Elec- aaiiaahed from the steel produce ss 

| ous lengths of approximately 50 feet | tric Company, Cleveland, O. The so- as to exact conditions and methods 


we 


grinder or 60 cycle 110 v. motor. The stand- 


extra. A 6< 


among the 


myuring or 


eS S= 


citi i 


Six) great 


tories 


stations anddealers. | chine pasting of battery plates 


leading car manu- 





in sizes trom 1 to 12 inches width lution is in the form of a graphic _— 
and % to ’s inch thickness. ‘formula, known as the Lincoln- (Continued on Page 9). 





~ WELDING PRACTICE 
IMPROVED BY 
CHART 


(Continued from Page 8) 


under which the steel samples to be 
were With this in- 
thousands of samples of 
tested and ana- 


tested made 
formation 
steel were 
jyzed. The results of 
when plotted formed 


welded, 
this research 
the Lincoln- 
Stine equilibrium curve. 
“How to determine the 
proportions of 
steel] best 
matter 


correct 
the elements in the 
welding becomes a 
with the use 
accompanying graphic formula. For 
example. if steel having .20 per cent. 
carbon is required, the Lincoln-Stine 
equilibrium curve shows that the 
silicon content should be approxi- 
mately .021 per cent; the mangan- 
ese 40 per cent. If the steel has 
been deoxidized in manufacture by 
the addition of aluminum, 
amount of this element present 
should not be more than .002 per 
cent Thus, for any required car- 
bon content of steel, correct pro- 
portions of silicon, manganese and 
aluminum can be specified to in- 
Sure steel of best welding qualities. 

“In are welding steels, produced 
according to specifications indicated 
by the Lincoln-Stine’ equilibrium 
curve there is no chemical reaction 
when the temperature of the meta] 
falls to the point only slightly above 
ihe 
solidifies It only when such 
chemical equilibrium is obtained that 
minimum porosity of weld metal is 
assured, which in turn means 
denser, stronger, tougher wheels 

‘In conducting the 
also felt that in steels not 
the proper proportions of elements 
tor good welding. chemical equilib- 
rium at the proper temperature 
might be brought about by the 
of a corrective flux or autogenize: 
fused into the steel during the weld- 
ing process. and during the re- 
search developed fluxes or auto- 
genizers for this purpose. Thus, 
when it is found that the composi- 
tion of the steel on hand does not 
meet the requirements indicated by 
the graphic formula, the steel] can 
many times be satisfactorily welded 
when such balancing flux or auto- 
genizer is applied.” 

Use of the Curve 
for arc welding. selected in 
accerdance with the Lincoln-Stine 
equilibrium curves, should produce 
welds free from slag holes or poros- 
jty of weld metal. 

As an example, to ascertain the 
proper analysis for .18 per cent 
carbon steel, find .18 per cent. on 
the Jower line and follow up vertical 
Jine to silicon curve, follow hori- 
zontal] line to left which indicates 
019 per cent. silicon, then follow up 
vertica] line from .18 per cent. carbon 
t@ manganese curve, then along 
horizontal line to left which indi- 
cates 37 per cent. manganese 

Aluminum additions to welding 
stee] should be avoided or kept to a 
very low amount, because aluminum 
content is difficult to determine by 
analysis. and the presence of alumi- 
num oxide is objectionable because 
of its high melting temperature 
which lies between the maximum 
steel-making temperature and max)- 
mum arc-welding temperature. 


MICHELIN TUBES ARE 
NOW CELLOPHANE 
WRAPPED 


Bags made of two layers of Cello- 
phane with a sheet of fibrous pape! 
between provide the new method of 
wrapping Michelin tubes in France 

The bags are lined with red 
Cellophane, which counteracts the 
effect of the ultra-violet rays, which 
are injurious to rubber. The ma- 
terial] offers resistance, especially on 
heavy vehicles, to wear and tear 
which tends to damage the tube 
while its greaseproof qualities pre- 
vent absorption of grease or oil, it 
is claimed. 


for 
simple 


is 


us¢ 


Steel 


of the | 


the | 


temperature at which the stee} | 


research Stine | 
having | 
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GUNITE ADDS BRAKE DRUMS 
FOR FORD AND CHEVROLET 
Announcement is made by the 

Gunite Corporation, Rockford, Il. 

the addition of a line of cast 

brake drums for replacement on 

Ford and Chevrolet cars. They fol- 

low the general construction of 

other Gunite drums and have cool- 
ing fins cast in the external peri- 
phery. 


of 


MAKES PE-KO FREE WHEEL 
DEVICE FOR FORDS 
A new free-wheeling device adapt- 
able to the Model] A Ford which is 
not an attachment but a self-con- 
tained unit is announced by the 
Pekin Foundry Manufacturing Com- 
pany, Pekin, Il. 


CORRECTION 

In an article describing the new 
steel awnings manufactured by the 
Dunn Manufacturing 
which appeared in the May 9 edi- 
tion, Automotive Daily News, page 
6, the address was given in error 
as Clarinda, O. The correct address 
is Clarinda, Ia 


A Car 
to Sell 


Sells Itself 


EFORE now you may have looked at 
pated priced motor cars 
thought were admirably smart, but — /eé 


Gt this one, please. 


Before now you have driven in meder- 
ately priced cars which seemed to be very 
rich and very comfortable, 


you—ride 1m this one. 


Before now you have driven moder- 
ately priced cars you may have considered 
to be highly capable in performance, but 
again we ask youmdrive this one. 

‘This de luxe edition of the Chrysler 
Eight is patterned after the magnificent 
Chrysler Imperial Eight. It has that smart 
double windshield with chrome-plated 
frames; that lengthy sweep of line; that 
extremely graceful effect resulting from a 
low center of gravity; that visible staunch- 
ness that denotes a car of fine quality. 

Inwardly, the Chrysler Eight De Luxe 


| after 


Company, | 


ALLEGHENY STEEL 
ADOPTS STANDARD 
NOMENCLATURE 


to end confusion preva- 
alloy field as a result of 
the large number of trade names 
used, The Allegheny Stee] Com- 
pany, effective immediately, will use 
the name Allegheny to identify all 
of its products. 


In 
lent 


order 
in the 


The whole group of chromium and 
chromium-nickel alloys made by the 
company will be known * Alle- 
gheny Alloys.” 

The name of Allegheny Metal, the 
18 and 8 alloy, will remain un- 
changed, but the alloys hitherto 
bearing the name of Ascoloy here- 
will be known as Allegheny 
33, 44, etc., using the same diferen- 
tiating numerals that are now used 
with the word Ascoloy. 

The action of the Allegheny Steel 
Company came following a survey 
which developed the fact that there 
were 104 different trade names in 
the alloy field in this country. 


as 
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Equipment--- Development 


WAGNER MOTOR BUYS 
OUT BRACKETT CO. 


Des 
Wagner Motor Company, 
St 


May 18.—The 
1100 Locust 
the 


Moines, tfa., 


stock of 


509 


has 
Brackett Company, 
Kari-Keen 
tributor 


purchased 


5th Ave 


psutomobile luggage dis- 


in forty central Iowa 


counties Stock is being moved to 
the Wagner Motor Company store- 
where the firm 
as the Des Moines Kari-Keen Com- 
pany. P. R. Wagner, 
the concern, says the company owns 
the Cedar Rapids Kari-Keen Com- 
pany and acquisition of the Des 
Moines territory gives it distribution 
rights in sixty-two Iowa counties. 


room will operate 


president of 


MOVES GOODYEAR BRANCH 

Columbia, S. C., May 18.—The 
local branch of the Goodyear Tire 
and Rubber Company has moved 
from 912 Lady St. to 1003-5 Gervais 
St.. where a new building conven- 
iently arranged has been built. 


NEW GREENFIELD TAP 


DESIGNED TO EXCLUDE 
LEAD ERROR 


Tru 


rh 
Greenfield 


Lede Introduced by 


Die 


tap 
Tap & 
Greenfield 
the 


the Corpora- 


tion Mass.. is designed 


to overcome difficulty of screw 
thread assembly. lead error. trans< 
mitted in threading from the tap 
to the work. These taps are claimed 
to eliminate lead error because the 
threads are ground after hardening. 
The permitted lead tolerance on 
Tru-Lede taps is 0.0005 inch. They 
have, however, the same pitch major 
diameter tolerances cut thread- 
taps. 

The 


as 
new taps. the manufacturer 
claims, require less power to drive, 
operate with less friction. can be 
run at high speeds, wear longer and 
reduce the cost per tapped hole. 
They dre available in hand, machine 
screw and gun styles in a)] standard 
sizes and pitches 


7’ a a aw hi 
lke Fute 


you 


speed, de luxe pick-up and de luxe smoothness, 


well 
appointments. 


as 


but we ask 


framebylive rubber;hasaperfectly balanced 


crankshaft, 


is sumptuously spaced, upholstered, 
trimmed and fixtured. 
And it is a car of de luxe power, de luxe 


as a car of de luxe 
Its big, quiet engine is insulated from the 


fully counterweighted — and 
generates with ease a good 95 horsepower. 

Eighty miles an hour—if you want to 
travel at eighty miles an hour—and if you 
don’t want to drive that fast, the power 
that makes this speed possible enables 
you to ‘‘float’’ along at moderate speeds 
without consciousness of engine effort. 

A vital factor of this large car’s de luxe 
performance is the Chrysler Multi-Range 
4-speed transmission 
gears. Iwo high gears instead of one. A 
high gear forcity drivingand another forthe 


SEDAN 


Revtement hairs 


De Luxe 


stvle and 


open road. Both gears are of a patented 
internal-mesh design, which meansthatyou 
can shift from either high to the other in an 
instant, at ahy speed, without clashing. 

More than ever the Chrysler franchise 


commends itself to long-sighted dealers 


Dual High 


with 


ling the low-priced Plymouth. 


ness. Line up with permanence 
with strength 
Corporation, Detroit 


who are inthis business forsomething more 
than the love of it. “The Chrysler line to- 
day offers a car for practically every purse, 
and as a Chrysler dealer you have the ad- 
ditional money-making advantage of sel- 


Bigge st 


coverage of cars inthe automobile business, 
and therefore the broadest opportunity. 

Look into the future—your future and 
the industry’s future. Being with Chrysler 
means being with the third Jargest and 
financially strongest company in the busi- 


lie up 
Address Chrysler Sales 


i i NN ea a 
De Luxe Coupé $1525 - De Luxe Roadster $1545 + De Luxe Sedan $1565 « De Luxe Convertible Coupe $1585 + De Luxe Phaeton $1970) + F.O.B. Factory 


(Five wire wheels standard; sia wire wheels $35 extra) 
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The Key to 


This report on costs in parcel delivery is the result of a survey con- 
ducted by the General Motors Truck Company, Pontiac, Mich, Automo- 
tive Daily News is pleased to present this entire report in serial form. 
Complete text of this report in pamphlet form is available at all General 
Motors Truck Company's dealers and distributorships, 


° 


work accomplished for each day 

and for longer periods are perhaps the most vital 
records for the parcel delivery executive. In general, they 
should show three types of important facts: 


} 


ECORDS which show 


1, Facts which show the total’ 
work accomplished. This record |the period in which the complaints | 
should always include the packages | arose. 
delivered and the mileage covered. | Intelligent checking of work ac- 


Some operators also keep records of complished, moreover, means that it 


the number of stops made, as a should be summarized clearly for 
third check on the total work a@¢- | oach daily, monthly and annual | 
complished period. Only in that way can | 

2. Facts which affect the total | standards be set up and reasonable | 
work accomplishment. These in-| budgets made by which to control 
clude the number of all special! future effort. One executive, for | 
types of stops which are not the | example, has on his desk a standard | 


fault of the truck but which or- | work budget, which he set up after | 


dinarily take more ee —— checking systematically work ac- | 

se are C. O. D.’s, pick-ups, dam- | ¢ “d ove +j ‘ 
these are C. O. D.'s, pick-ups, dé complished over a period of many | 
aged goods, customer complaints,| months, Of course, this budget, | 
and so on. These records should | which is reproduced on this page | 
also ee ae aa both at the /qoes not establish a rigid require- | 
store and on the route. }ment. But it does give the execu- | 

3. The total number and identity | tive a mark to shoot at, and indi- | 
of trucks and personnel on the job.| cates which trucks and _ drivers | 
Obviously, facts about work accom-|! should be studied in an effort to 
oe a a —_ "aan! |increase work accomplishment. 

- !' 

ee ieee a ee Establishment of such standards | 
helpers is known. for each period! ,_ th sffectiv ae te | 
ver which the work accomplished | 8 9ne of the most effective ways to | 
DT caaupehed : “~~ | insure good performance at all | 
a |}times. Without them, it is difficult | 


Check Accomplishment at Frequent} +, measure accomplishment, and 


Intervals }unless this is done at frequent in- | 

Since the work accomplished by | tervals, causes of high costs are | 

each truck and driver is the basic | likely to remain unknown. | 
actor eter > cost | ‘ . : ‘ 

factor in determining the cost of Controlling Operating Costs 


delivery, work accomplished should | : a 
be watched constantly and diligently.| Work accomplishment is not the 
That means some one should be |°Mly factor in delivery costs. The 

of |cost of operating the truck itself is 


charged with the responsibility ; 
knowing what each truck and man/|@ second very vital factor. There | 
are few stores operating trucks in 


has done each day. Excessive delays 
on any particular day can best be 
straightened out and righted when 


parcel delivery which do not keep 
records of some sort to show oper- 
ating costs, even when work ac- 


the facts are fresh in the minds of 

all people concerned. It does little |complishment is not recorded. But 

good to try to rectify an excessive seldom is consistent and constant 

number of customer complaints, for | effort made to trace down those 

example, when the matter is called cost figures and determine the | 

to a driver's attention weeks after causes which lie behind them. And | 
| 
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STANDARD TIME CHART 
FOR PARCEL TRUCKS 


(Figured in minutes pee day) 


NN @@woees 
eSevouvounsco 











w 
_ 
= 
od 
vv) 
a. 
a 
au 
x 
4 
> 
a 
a) 
a 
“) 
4 
ws 
Y 
x 
< 
a 





T5{_9| 105) 120) 1351150) 165) 180) 195 2101235 255/270] 285| 300) 315| 330) 345| 360] 375 
ST) BOL 931106] 120713511471 1601175; 18612007213 
[87/199] 210} 222) 234) 245 | 257) 269 | 2801292 


[ (312) 330) 348) 307 | 385} 
83] 100/117) 133) 150) 167) 183/200|217 233) 2501267 
“S59 70) 82) 941105) 117/129) 1401 152) 163) 175 
160) 170/180 190/200/210/220/ 230) 240/250 





“—-—“NNwWw ee eure 
eovcvowouwowouw 


284) 300317133435 350 | 367/383) 
240 
227 | 240/253) 267|280|293|307|320|333 
"501 60| 70) 80) 90110011101120/130 140) 150 


MILES TRAVELED 





dt the end of each week, the supervisor averages the daily mileage and the 

packages per mile for each truck, and checks average time required each 

day against this chart. Trucks which consistently take too much time for 
deliveries are investigated carefully. 


Cumulative New Commercial Car Registration Statistics 
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Lower 


; found 


j;any other 
| employ. 
for oil and gasoline was remarkably | 


| The driver 


| of accidents 
they built a 


} on actual 


A check on the operating effi- | 
|} ciency of their 


| ture 


| repairs 
| profit possibility for further 


| pairs 


SDAY, M 


records to good | 


neglect to use these 
heavy truck 


effect often invites 
losses, 


For was 


example, one operator 
who in 
blamed the manufacturer 


repair costs on one of 


for high 


high repair costs, however 
several interesting facts. One was 
that the truck produced more work 
per day, when it was working, than 
truck in the store's 
Another was that its cost 


low on a mileage basis. And the 
last and most important thing | 
revealed was the source of the high 
repair cost: 40 per cent. of 
repair figure, when traced back to 
shop slips, showed work done and 
parts replaced in the clutch, 
a trip with the driver showed that 
he was a consistent “clutch rider”— 
in starting, stopping and running. 
had never had the fault 
called to his attention, 
the fact that clutch troubles had 
been occurring for more than a 
year 
Operating Costs Provide Seven 
Types of Information 


How important it is to trace 
/down all unusual operating cost 
figures to the causes which make 


them large or small, is evident from 
the many types of information that 
a number of operators—interviewed 


| during this survey—stated they ob- | 


tained from their cost records. 


Among the most important types 
of information gained were these: 

1. A check on the efficiency of | 
the truck itself. This information, | 
they stated, was an invaluable guide | 
in future buying. 


2. A check on the relative costs 
of parts and of installation charges 
for various makes of trucks. Here, 


again, differences were so great as 
to influence buyers considerably in 
future purchases of equipment. 


3. A check on the skill of drivers | 
}and their treatment of trucks. 
information was helpful in hiring, | 


This 


firing and training truck personnel. 

4. A check on the cost, 
quency and the permanent 
On this 
drivers’ 
paign with reasonable bonuses 
savings. 


results 


based 


He 
own garage and on 
the comparative charges of outside 
shops. Only by analyzing the na- 
of work done can reasonable | 
estimates be made of these items. 

6. A guide for deciding which 

present equipment should be re- 
placed first. When a_ truck 
been fully depreciated, the cost of 
is the major guide to its 
use. 
A guide to needed service, re- 
and overhauling on present , 
equipment. Frequently high gaso- | 
line, oil and petty service costs point 
to the need for major repairs or 
overhauling to prevent continued 
loss On operation. 

Each of these types of information 


bs 


very general terms | 


his trucks. | 
Actual study of causes behind those | 
, revealed 


the | 


Next, | 


in spite of | 


the fre- | 


information | 
safety cam- | 


has | 





AY 19, 193l- 


Delivery. Costs 


| DIAMOND t CONDUCTS 
JUBILEE OPEN HOUSE 


18.—The Diamond 
taking 


INTERNATIONAL 
C. OF C. OPPOSES 
RAIL MOTOR PLAN, sotor of the buying interest 


| being stimulated through Chicago 
| Jubilee Week, a city-wide celebra- 
tion, by holding a special display 
at the local branch salesrooms, 933 
West Washington Boulevard. The 
event recalls the open house staged 
by the company during the national 
automobile show here in January, 
| yet it differs in that on the former 
occasion chassis types were feat-’ 
ured, while the current display lays 
chief emphasis upon the complete 


May 
Car Company 


Chicago, 
is 


| 


New York, May 18.—“Equalization” 
of rail-motor competition through | 
| legislative channels will not have the 
| sanction of the International Cham- 
|ber of Commerce. A proposal that | 
would have permitted world railroad 
jinterests to continue their anti- 
|truck and bus warfare under the | 
approval of the international cham- 
ber was decisively defeated at one jine of body styles offered by the 
of the closing sessions of the world | company. 7 
trade annual conference in Wash-| as has been the practice of Dia- 
| ington. | mond T since the new 1!2-ton mod- 

A large measure of the credit for |e] was introduced in January, this 
protecting the interests of motor truck is being featured at the Jubi- 
transportation is due to Sig. Giu-| lee Week display. The application 
seppe Acutis, president of the Inter-/ of semi-trailers is also being dem- 


national Permanent Bureau - — lonstrated. The exhibits, according 
| tomobile re y tant the | to officials of the branch, are at- 
| Italian Automobile Manufacturers | tracting considerable attention from 


Association, it is claimed. motor truck users, who were noti- 





When the committee first drafted | tieqg in advance that it would be 
jits resolution it included a clause | helg and that it would give them 
;which provides that the Interna- ,, opportunity to inspect the com- 
tional Chamber of Commerce “rec- pniete jine of Diamond T chassis 


pending the final ad- 
the relations between 
road and rail transport, it may be 
necessary for a time to continue or 
to impose certain limitations on both 
these means of transport to atten- | 
luate the abrupt effects of the new | 


ognizes that, 


juan of types and body styles, 
} IS 1e€ ) 


special equipment 


PACKARD DISTRIBUTOR 
OPENS UTICA BRANCH 


along with 


conditions on economic systems 2 a‘ a aa : 
built up under previous conditions Utica, N. ¥. May 18.—L. R. Mack, 
of transport.” Inc., one of the largest automobile 

Challenging the justice of this | distributorships in New York state, 
| Proposal, Sig. Acutis declared, “It has opened a Utica branch in the 
‘is a high sounding euphemism to former Utica Hotel Garage, Wash- 
have said, ‘on both means of trans- | ington and Oriskany Streets. This 
port,’ when it is very evident that | company has distributed Packards 
the restrictions which might be ex-|in twenty-eight counties for sev- 


pected to result would have applied | eral years. The Utica branch will 
solely*to motor transportation.” be headquarters for Packard sales 
|}and service in this district. Gen- 
WHITE COMPANY OFFICIALS | eral supervision will be in charge of 
VISIT NEWARK BRANCH . Ww. Sheppard, formerly sales 
| Newark, N. J., May 18—L. H.| manager for L. R. Mack, Inc., in 
Magor, manager of the Newark’ albany, Gordon H. Porter will have 
branch of the White Company of charge of the service department 
Cleveland, was host recently to} ; 
three officials of the company, who | SEEKS BUS PERMIT 
are making an inspection tour of Springfield, Ul., May 18.—Applica- 
| the branch offices. A. G. Bean, ‘tion of the Chicago & Northwestern 
president; George H. Kelly, vice-| Railroad for a permit to operate 
| president and treasurer, and E. W. puses between Chicago and Fulton, 
| Stock, general service manager, are | Sterling, Dixon, Geneva and inter- 
| making their 2,000-mile trip in a mediate points will be heard by the 
specially fitted bus manufactured jinois Commerce Commission this 
| by the company. week and the Illinois Central com- 


plaint against the Interstate Truck- 
ing Company for its Rock Island- 
20ckford-Chicago service is sched- 
uled for review. 


MOTOR LINES CHARTERED 

Raleigh, N. C., May 18.—A charter 
has been granted to Fidelity Motor 
Lines, Inc., of Burlington, to oper- 
'ate motor express lines both in this 


|is valuable to the man who operates 
trucks. It is from such facts that 
savings which mount into many 
dollars can be made. But a figure 
| on the books, which represents total 
operating costs, does not provide 
these facts. They can be discovered 
|only by going back of the operating 
|}cost of each truck, studying its re- 


pair record and the repair slips, and | state and other states. The incor- 
analyzing each item of operating | porators are W. E. Love, H. L. 
Arnold, Jr., and Lola A. Love of 


| expense 
(To Be Continued) 


Bur lington. 


, April, 1931. 


Returns for today: Alabama, Maryland and North Dakota 


Polk & Co. 
Motor List Co., 


Figures in this table are from R. L. 
which are furnished by the New Jersey 
of our subscribers. Readers desiring county, 

In this table 15 states and the District of Columbia. 


New Car Division, 









Comparative 





of Detroit, with the exception of Illinois, which are supplied by the Robinson 


Trenton, N. J. Some of this data has 


figures tor April, 

















Advertising Service, Springfield, Ill., and New Jersey, 
been published previously, but it is given here complete for the convenience 


cily or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies. 
1930, will be found on Page 11. 


Commercial car registrations do not include busses. 




















lie) cl.l.).).lel lelalil | | re 
~ |gel si al = i go | £/83 (e/e| 3B; 8 21.8 
owe [2 (23) 2) .2/ se] elolel dle] sleslzele|s| = eB) 2/213) 2) 2| S/B8/82] 4 | sum 
BS iES| Ss |28/2 1} 21/2) wie] 8 | OS 22) 4"| 8] 3 z S ae ¢|2 {2/8 5 | Ei sa| 3 | 
< ea"|ocja*ijajalal«a ae: & |e a ila {a -¥ pe og eg D nan}|ni| se = Siem is a | 
Alabama | 183 2 | 3 194 10 43 | | | 2| \ l 1| | 1 440 Alabama 
Delaware | 4 35 l { | 78 1 9 — | oe. il i + °€©-«©6~CUtt™SC«SFtC<C~tSt‘(C‘i‘i 
hidrida | : ‘144 6 | | 259 7 <a a —  . - ¢ oe | “ft. 2 428 Florida _ 
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Chevrolet Dealer’s Force Works on ‘Clientele’ Basis 


. 


Coulston ~ MacFarlane of by the offer to do any of this kind and have found it so productive, . . . ‘ 
‘ . ° of work at the usual Chevrolet flat that the house would not go back April Ford Sales In First 13 
Philadelphia Publishes ee ae ae < z to any basis of solicition previously 


And Distributes Among which tends to give replies to those used. Salesmen solicit not only car States to Report Show Gain 


P atronsa Quarterly who have expressed themselves fo: sales, but also sales of parts and 
and against prohibiton. service. The dealers do not favor 
Newspaper Page 2 starts off with groupa half- haying salesmen call with too grea’ NEW YORK, May 18.—The in-| Ford registrations for April, 1991 
tone of five of the Coulton-MacFar- frequency with regard to service _ crease in registrations of new and 1930, and March 1931: 
4<((OULSTON-MACFARLANE Is a lane salesmen who, as the caption jobs, however, as they believe there pr gp = pecigih yd — “as oe 
House of Personalities,” is one Says, appreciate the help you have js a point at which resistance is set outstanding features of car sales Delaware ... 236 442 179 
ef the phrases used by this Chevrol- etxended them in making sales and up in the mind of the too closely during the month, according to Illinois o» 9,179 9.164 3.153 


let dealership located in an impres- hope for a_ continuance of your solicited prospect registration returns from the first ee sua a 2.016 820 
. j T / added that ; states to report. innesota .. 2,129 429 2.046 
sive building at 6812 Rising Sun friendship. The news is added tha The po 


“alj te ¢ "Os tt’ in- . enna a Re 29¢ 
Ave.. Lawndale. in th Shenah since the photograph was taken clientele and prt onpes: a Ford registrations in the first Montana ... 366 455 326 
= ate, In the northeastern ie house has added two men to, dex cards are kept together in the thirteen states to report and the; New H'pshire 576 685 328 


ee See < pres ps at its sales force, whose names are same file. There are cards in three District of Columbia amounted to No. Dakota . 464 019 254 
a ee ee eer reer i given as are those o the men pic- colors, namely, blue, red and yellow 15.740, as compared with 10,556 in Rhode Isl... 505 777 426 
awe.  & equerty rue that Cont- ture. A line says: “They, too,!for recording respectively in that the same states in the preceding So Carolina 642 779 548 
Gen -Macrariane is a house of ideas will appreciate your help and. order, data on four-cylinder month, an increase of 49 per cent. So Dakota . 813 245 
fer the promotion of sales and S€P- friendship. Ask for your favorite competitive jobs; the four-cylinder Ford's rate of decline from the Utah ... - 28: 675 273 
viee. Here are some of the things, salesman when you next hear of Chevrolet, and the six-cylinder, previous month also was reduced in W. Virginia. 642 445 
more or less out of the ordinary, <ome one interested in a new or a Chevrolet. The clientele card, April. This April total compares Wisconsin .. 96 3.756 320 
that this live concern doing to ac- ised car.” All this for a close, per- which, as mentioned previously.) With 29,714 in the same states in Dist. of Col 062 103 
quire and retain customers and build ona) touch. constitutes a complete history of the corresponding month of last “ 
geod will: . The page also contains a short every car in that group, and the wear, a decline of 46.9 per cent. The Totals 15.740 29.714 10.556 
It issues an interesting and in- jjjystrated article on “Chevrole! work on it. shows by its entries the | decline ran above 50 per cent. in the Here are the registrations of 
structive four-page, quarterly pub- Oytselling All Others,” presenting number of contacts made with each ¢arlier months of the year Fords in the first four months of 
lication, Coulston-MacFarlane News, figures from registrations: an item. “clientele” customer by the. sales- Following are the comparative this year in these same states, as 


+ asd _ ao of its p atron ‘ “Have Your Auto Repaired, no man and the number of times, with compared with a vear ¢ Re 
as its salesmen solicit on a “clien- | matter what make. and “Pav a that the - has 19331 1930 


tele basis,” which has proved most Litile Fach Week;” an announce- ea wa oe REPORTS SHARP UPTURN Delaware ..... 617 1,261 


brought his car in for’ service 


Sfactorv ; t t yhic > oii a 2052 m4 
Satisfactory and about which the ment to radio fans to listen to Gonversely. it reveals who has not IN FORD SALES IN APRIL Llinois 13.05 789 
staff members are enthusiastic: “Chevrolet Chronicles’ from a Maryland 3.118 5.734 


She ees as been in for service since buying a : Zs 
keeps its service department open Philadelphia broadcasting station, car. and who has not had a serv- IN MASSILLON, 0., AREA Minnesota 5.311 2.551 
till 10 p. m., since many of its and a bit of humor. , Montana 1.129 776 


. _— oats ice job done for a long time. In : . ; 
customers are working men and Page 3 runs into the field of use- such cases, a good follow-up is in Massillon, ©., May 18.—Continu- Ne* Hampshire - 1,004 212 
find it necessary to have the bulk fyi information. It is headed “Ser- order ng ar { 1 which } k a vee; Sam ae 

ek — ‘ 5 oe mae ‘ . : ing an uptrend which has been ap- . ‘' "¢ 
of service operations on their cars yice Specials,” pertains to opera- While the dealers offer a reason- I s AP- Rhode Island ....... 1.176 1.869 


done in the evening, after their : ric T ‘ar , 
Sauidies tema: —— , a tions at a price on Chevrolet cars able number of “service specials” at 
g ws; GNA 6 clien- that have been driven for some a price, they avoid overdoing this } mr 
tele and prospect” card index file time and gives five of these groups : , ‘ | car | Utah socee 68 1.782 
, . etves ese Broups as it is apt to keep profits down Cars in the Massillon area the wy lir 2 7 

on a novel plan, that affords a of specials in detail, with the charges to too close a margin month of April equaled thoseof the West Virginia ....... 1,838 3,878 
complete history of the contacts for each. Enclosed with each cop\ 4 ite ; ss , ; Wisconsin 4629 10.357 

ee 1 ; . I One special they offer that is out Same month a year ago. Ford sales . »¢ 35 
between the salesmen and the of “Coulston-MacFarlane News f th d . th | last month in. this tion regi District of Columbia.. 2.95€ 2.835 

a ) > or arv ri < e replac- | la: 101 is sectio egis- 
customers, and between the custom- sent out is a ieturn postcard to be ‘ Ye oralnary run, 1 replac es i 
s ond ti te : is ing. at an attractive rate, of axle tered the highest in more than a T ! 40 729 : 

ers an 1e service department: filled in by the recipient; telling shafts that hav t | brok year. Apathy in the steel industry ane — 
has its sales force members act as when to have a salesman call. The >.) S wheat Aira A ange Mcpeeconahl rr 


service salesmen; whenever possible saiieahien tusaiahen & vere da. The dealers explain it in this way together with depressed conditions REO PRODUCTION IN JUNE 


arranges to have servicing done on sirable close contact with patrons After a car has operated 15,000 a —_— ome on — = MAY REACH 3.€00 UNITS 
the “engagement” plan. and has is useful in announcing the service miles, or more, there is a possibility = v ‘ ar buying 1ere the past yea A 
placed its service department on a specials appropriate to the time of of breaking a rear axle shaft at any We 4 = ford d . 
strictly cash basis issue and is a valuable aid in buila- | *#me. even under normal driving orth ¢ Myers Ford dealer here Lansing, May 18 Reo Moter 

The “Coulston-MacFarlane News” ing customer-good will. Started as conditions. An axle shaft is subject ae : re te cn ge — Car Company expects that its June 
offers a variety of reading matter a mimeographed sheet, it has been % 'W)Sting action every time the ae ee Ga ee bringing the ae production will exceed 3,000 units 
and is well ‘lustrated with half- developed into its present form. car is started After the twisting for the four monthe to 75 which is which would be the largest month 
tones and _ r-preductions of line The dealership has a mailing list action has performed on the axle OM par for he first quarter of 1930 o far this year. it is learned from 
drawings. The paper folds into the of some 8,500 names. Sales solici- fOr @5 long a period as stated, it ” ene ' reliable sources here 
size of a standard “No. 8” size tation on a “clientele” basis may be has a tendency to crystallize the While the outlook for the re- The company has substantiadly 
business envelope, the last page, or explained in the following manne ‘tructure of the steel in the axle Minder of the SU Mel IS none (00 revised its lines in the past few 
back cover supplying the address The house has approximately and. without warning it twists com- rr Aig with the uncertainty months ro the original Royale 
side. the name and address of the 2.000 car owners who are regular Pletely off. Now, to replace one of the steel situation here, there is series a second series at lower prices 
concern and its slogan, “A Com- sales and service customers, and broken axle is a job that costs about Evers RCUCE CON he says, that new was recently added It is under- 
plete Chevrolet Service.” being on this list is divided among the six $10, not to mention the towing and Ford car sales will maintain the stood that two new series of Flying 
the reverse side after folding. salesmen, each having his “proprie- Other inconveniences tor the cat level of ‘ast year and may exceed | Clouds, an eight and a six, will be 
Inset ‘in the heading is a line tary quota,” so to speak, of these Owner. For this reason, when a cat i before the end of the year hown publicly soon. Several hun- 
drawing of the sales and service | customers. That is to say, each man has run for the period stated, the rhe outstanding development Im dred of t) ( ‘al have already 
building has his own regular group from this dealers recommend having — both the Ford situation locally is the im- | gone forwaru to dealer: 

Take the most recent issue. for list upon whom he alone calls, pro- axles replaced with new chrome- proved volume of service demand se 
analysis. On the first page are the vided he cultivates and does not nickel steel axles at the special he aid In the past month there BELF ORD GARAGE NEW 
following: A halfton® showing the neglect seeing them. These are pa- price of only $9—two axles, instead has been a mMatece trees i CHEVROLET DEALERSHIP 
“Bigger and Better Chevrolet for, trons who may have bought a car Of only one—this price including Service and we expect Tals to con Corning, Ark., May 18.—The Bel- 
1931,” surrounded by a little family any time within the last two years. labor and material tinue indefinitely he added, Car {ord Garage of Corning is now the 
group: the news announcement that Out of 400 or 500 patrons on each owners are slowly returning to work authorized Chevrolet dealer for the 


2*per cent. of all Chevrolets are Salesman’s private, or “clientele FORD OPENS SERVICE and are now financially able to have’ western district of Clay county A 


needed repairs made to their cars’ contract w: osed with Belford as 


still in use, explaining the state- list, perhaps fifty will habitually SCHOOL AT EDGEWATER | which they have been delaying for nseaninte danten tan Sanne Giaanene 


ment somewhat in detail; a snappy | turn over to the salesman the names 

little article entitled “Something for | of friends or acquaintances who are 

Nothing,” the pith of which is that | or may soon bee, in the market fo: Edgewater, N. J.. May 18.—A 
Coulston-MacFarlane, Inc., give ad-|a car. On this particularly respon- ice school for mechanics is being ; ne , ; 

vice free to those contemplating do-| sive number of patrons the sales- conducted by the Ford Motor Com- and probably will become worse a: Columbia, S. C., May 18 Approx~- 
jing a job on their car, telling them man wil call every month, On the pany at its Edgewater plant, accord- the summer season progresses. A imately 150 Goodyear tire dealers 


just how to go about it, what parts others he will call three to four ing to C J. Sevffer. manager. The Month ago it was next to impossible and salesmen from South Carolina 
should be installed as well as what times a year. On certain classes of company has extended an invitation to buy a good used Ford car in the attended a meeting here May & R 
perts should not; whether the owner customers, however, such as grocers, to all Ford fleet owners to send Massillon area, but from all indi- S. Wilson, vice-president and gen- 
can do the work himself. or whether the salesman will call as often as their mechanics to the school for cations the spring buying orgy }s at eral sales manager of the Goodyear 
the work is of such a nature that it every week. The salesmen are so instruction. H. J. Herman, seryice an end and normal buying will pre- | Tire and Rubber Company, was the 
should be done in the shop, followed‘ pleased over this “clientele” plan, manager at the plant 


is in charge. Vail from now on principal speake 
Cumulative New Commercial Car Registration Statistics, April, 1930 


This table is repeated for comparative purposes only. April, 1931, figures will be found on Page 10. 


parent since the first of the year, South Carolina 1.870 624 
retail sales of new Ford passenger South Dakota 1,207 3.237 


months. let Company of Pocahonta 
sery The used car situation, he said 


GOODYEAR DLALERS MEET 


slower than it was a month ago 


States 


Republic 
Whippet 


national 
La France- 


Chevrolet 
Sterling 
Studebaker 


Indiana 


30 Ala.. 1930 


Del., 1930 | : ) ] 64 140 Del, 1930 
7 oo ‘ ' r 
Fla., °30 | 230 392 Fla., 1930 
3 E 932 | ; l 13 2113 HL, 1930 
93 f ¢ 932 7 
m., 1930 | ; ; 319 z - oo , ; 790 Md... 1930 
Md., 1930 | 9 ‘ 26 ; 312 q d. 1938 _ 
Minn., °30 | ‘ 5 ‘ 765 1659 Minn., °30 


Mont., °30| ; 95 ‘ 2¢ ’ | | § é F — Magt.. * 
N. C., °30 | 277 21 251 ’ ‘ / | é es N. = = 
™. 2. ‘oo | 2 144 ‘ i | 1 ae D.. = 
I.. 1930 | 7 60 126 p 7 3 : a 8. a — 
3308. C.. 1930 

2538S. D.. °30 


c.. 3 | | 166 | ; 139 

"30 | 79 9 7 90 “ 

Utah, °3 | 80 1] : } 144 ‘ ‘ ~ | : ‘ 3 271 Utah, 1930 

° 0 ) | | | , 4 

W. V., °30 | 205 4, 34 245 | 4 1 6 586 W. . 
- . 2 + 

Wis., 1930 | ‘ome 568; 29; 36 ; 807) 3: | ‘ sf g — aad ¢ ‘ 1 14 a tm ao 
Dc. ei fF | Wi Ff FT 7 1; -85| ’ a ] 36D. C.% 

} 73 #10 4129 10395, Totals 


" Potals | 38, 55, 3049, 110, 325) 49, 4626, 126 


! Mack 


197 


Ala., 1930 | 
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“Every dealer in 
the country reads 
your paper” 


S. A. E. Summer Meeting 
Issues 
June 13-15-16-17-18-19 
DAILY DISTRIBUTION 


Automotive Daily News will 
distribute copies every day at 
White Sulphur Springs. These 
meeting issues will cover 
events of the day plus news of 
the industry elsewhere. Those 
unfortunate enough not to be 
able to attend the meeting 
will receive their copies by 
mail, 


That is what we are told often, but it isn’t true. 
It seems that way to many who travel around 
the country, because wherever they go they see 
Automotive Daily News. They happen to go to 
the important, whole-while dealers and distrib- 
utors, and they see the paper there. They see 
salesmen reading it, service managers and 
others, who look over each issue after the owner 
or manager of the establishment has read the 
news of the day. 


Over six persons read each dealer’s copy and 
they all can read it on the same day—when the 
news is still news. 


In nearly 2,000 cities and towns in the country 
the dealers and distributors with big purchasing 
power are regular readers of this publication. 
This group, together with about 9,000 readers in 
automotive factories, constitutes a tremendous 
market for all kinds of automotive products. 


Advertising in the pages of Automotive Daily 
News is one way to get your sales message to 
the industry—quickly and with high visibility 
for your copy. 


Automotive Baily News 


H. A. TARANTOUS, Business Manager 


WESTERN OFFICE | 
Willard R. Cotton, Mer., 333 No. Michigan Ave, Chicago, Ul 
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